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or 4) and in Time mag- 
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A REPORT 


and a PROMISE 


A YEAR has ended, and another begun. In 
our country, blessed with peace, we have con- 
tinued about our daily work. Part of the fruits 
of that work have been placed, as in past years, 
in the hands of the American life insurance 
companies, who are custodians of a large share of 
the personal security of 64 million policyholders 
and their beneficiaries. The care with which these 
funds are invested has made the words “life 
insurance” synonymous with “security.” North- 
western National Life submits its 55th Annual 
Financial Statement herewith. As in past years, 
-& this is the first complete and final life insurance 
balance sheet to be published. Ask your banker, or 
some other qualified person, to give you his opin- 
ion of the intrinsic soundness of this Company’s 
investment methods and management practices. 
Now, as to the future. Because a life insurance 
company must plan not for months or years, but 
for generations, NYNL will continue to manage 
its resources with the utmost care and conserva- 
tism. But to administer a life company in the best 
interest of its policyholders requires more than 
financial conservatism, important as that is. It 


requires diligence and vigor in seeking out, through 
research, new ways to serve the policyholder better 
and at less cost, and to help him conserve his most 
important asset, his life insurance. It requires an 
open mind, willing to accept the facts disclosed 
by research, and to shape its course accordingly. 
NWNL accepts these requirements and lives up 
to them. In 1939, for example, NYNL pioneered 
by developing entirely new principles underlying 
agents’ compensation, in keeping with today’s en- 
lightened conception of the life agent’s function. 
By paying its agents rewards appropriate to the 
type of service the modern life agent is equipped 
and trained to give his poli¢yholders, NYNL has 
pointed the way to decreased losses—to policy- 
holder and company alike—from lapsed policies, 
and to an ultimate reduction in the cost of 
insurance to the public. 

For the future, NYNL pledges continued allegiance 
to these two principles: in the care and manage- 
ment of resources, the utmost caution and 
conservatism; in the search for ways to make life 
insurance more economical and more useful, the 
utmost in progressiveness and open-mindedness. 
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INANCIAL STA 


MENT 


December 31, 1939 


RESOURCES 
$ 4,474,631 
18,989,077 
5,324,536 
443,403 


3,067,613 
4,806,546 


U. S. Government Securities. . 
Bonds Fully Guaranteed by the U 
Canadian Government Securities... 
Oe Bonds: 

State, County, and Municipal 
Railroad Mortgage ae 
Railroad Equipments. . 

Public Utility 
Industrial 
Miscellaneous. . 

First Mortgage Loans 


1,087,659 
12,902,987 
1,483,869 
218,834 


7,292,650 
9,565,148 


Real Estate (Including Home Office 

Real Estate Sold Under Contract) . 
Premiums, Due and Deferred were 
Interest Due and Accrued and Other Assets... 


2,882,675 
2,009,826 
655,726 


$75,205,180 


$440,570,713 { 


NORTHWESTERN 


INSURANCE 


O. J. Arnold, President 


LIABILITIES 

Reserve on Policies 
Death Claims Due and Unpaid 
Claims Reported but Proofs not Received 
Reserve for Claims Unreported 
Present Value of Death, Disability, a 

Claims Payable in Instalments.. 
Premiums and Interest Paid in Adva 
Reserve for Taxes Payable in 1940 
Profits for Distribution to Policyholders 
Reserve for Other Liabilities 
Asset Fluctuation Reserve 


Surplus Funds and Capital: 


Voluntary Contingency Reserves 
General Surplus 
Paid-in Capital 


$1,914,431 
1,100,000 5,457,918 


With substantially the same volume of new business as in 1938, NYNL’s " 
1939 gain in insurance in force was 60% greater than in 1938. 


NATIONAL LIFE 


COMPANY 


Minneapolis, Minn. 
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“HE FORGOT TO GROW !” 


( OF 100 men entering the Life Insurance business... 

... 49 survive / year 

From the Records: 4 ...27 survive 2 years 

_../9 survive 3 years. They kept growing. 

| The real Successes never stop growing. Have you stopped ? 





— 
a) 


/once knew a promising young There 1s an Agent who in his tirst year 
4 /awyer. Unfortunately, he officed ranked 20™ in his Company; ranked /O 
with an old-timer, who read in his 3“ year; ranked 48™ in his 
nothing—not even new statutes S™year—+hereotter didnt rank. He had 
in his own state, Fhe old-timer great promise and could have grown 

is dead now and my friend 1s no tnto a high producer or tine Supervisor 
longer young nor promising. He is or Manager: But he was too busy fo suc- 
dependent upon pick-up business -ceed. He would not keep up. He did not 


1 given him as charity by triends. believe that training must be contin- 
....WE FORGOT 70 GROW / vous....HE FORGOT JO GROW I | 


" The average salesman tends to reach a plateau early in his iasur- 
-ance coreer. Men settle into a production level’ But there i's corr 
-clusive proof that the early plateau 1s avoidable ond unnecessary. 


There 1s but one Service specitically designed to Subjects treated___ 
keep Agents growing, to turnish a continuous How ~—- You Retirement 
of the latest selling ideas, methods, pictures, charts. Life lnsurance Juvenile 
That 1s the O.L.B. Agents Service. Investments Programing 


More than 6000 Agents, Syservisors and Managers  Frospecting _— Selling to Women 
have subscribed. Their average production /s Sales Talks Motivation 
°/76000-and 25h pay tora quarter million or more Clean-Up Objections 

This message may reach the eyes of many who Readjustment Managing your business 
are content who hove reached their plateau and Schoo! Period — Se#tlemen#t Options 
are satistied. To such.. greetings and tare- Life Income — Chosing } 
-wel/ let us part friends. Letters ond Advertising 


But to you who are.n0ot content; who want — pogs FAGY YEAR BRING VOU ADDED 
more production pay and promotion-/ets get — py PENDS IW INCREASED EFFICIENCY 
together. Where framing courses stop 1s OR ARE YOU JUST GETTING. OLDER ? 


s 
where we start. _ 1 ¢ month, 7 gratacd, ee es a A 
the comin/ssion on 1000 of busi-\ Ye on. eater 


-ness @ year, we will bring you ¥ cceyce useirron W TaD fats Semon 

the best sdeas of rhe best men 30 DAYS. IF NOT @ Here is my $7. Send me the three volumes of up-to-date files of 
in this Like Insurance business | PIEASED- Ano © We,2;\-8. Asens Senice wih my name enbosed on sch velume 
i Once a month- easy 70 rear- OF cccncareeausng@ieem aa aeata eae 
COSY to Hie. The tostest GlOW-1 AND YOUR MONEY © same 


TURN THE VOLUMES & $1 per month. 
ing Service tor Lite Insurance | WL BE REFUNDED W convan 


rN 
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men becav se: WITHOUT QUESTION By STREET ADDRESS 
/T HELPS THEM GROWS gpm sesemcer re re erence ore a 
a E£D/TOR ® cash rate, money refunded if come return volumes in 30 Psa 
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New N. Y. Law on 
Dividend Estimates 
Not Troublesome 


Customary Illustrations 
Are Acceptable If No 
Guarantee Is Made 


NEW YORK—tThe stringent prohi- 
bition in the New York code against 
dividend estimates is not proving as 
troublesome as was at first feared. Com- 
panies which have taken the precaution 
of asking the department whether their 
dividend illustration material complied 
with the law have found it entirely pos- 
sible to use the customary illustrations, 
provided it is made clear that the fig- 
ures are based on current operations 
only and are not in any way guaranteed. 

Concern over the stringency of the 
new law was heightened when Superin- 
tendent Pink sent out a letter to all au- 
thorized companies. After quoting the 
law the letter went on to state: 

“This section (211) prohibits any 
form of estimate of dividends. During 
recent years there has been a continued 
decline in the interest return on invested 
assets. There seems to be little possi- 
bility of increased return in the near 
future. The line of demarcation between 
a dividend ‘estimate,’ which is contrary 
to law, and a dividend ‘illustration,’ 
which may be permissible, is not always 
easy to detect. In the minds of the 
usual life insurance purchaser the two 
may be similar. 

“In view of the situation, I feel I 
should call this matter to your attention. 
There is a definite responsibility on the 
management of each company to-see to 
it that dividend illustrations by produc- 
ing forces are neither permitted nor 
used which may be misleading or doubt- 
ful of fulfillment.” 

Union Central Life prints Mr. Pink’s 
letter in its house organ with this com- 
ment: 

“This letter, which has been sent to 
all life insurance companies authorized 
to do business in New York, calls at- 
tention to the distinction between a divi- 
dend estimate and a dividend illustra- 
tion. 

“The dividends in the company’s rate 
book are illustrations based upon the 
schedule currently paid. No agent of 
the Union Central is authorized to sup- 
plement the dividend illustrations printed 
in the rate book or to use any other 
dividend illustrations.” 


Mathus in New Work 


K. H. Mathus, who was formerly con- 
nected with the agency department of 
the Connecticut Mutual as “publicity 
manager, and later was advertising man- 
ager of the Acacia Mutual Life of Wash- 
ington, D. C., and at one time was editor 
of the ‘ ‘Managers Magazine” of the Sales 
Research Bureau, becomes editor of 
“Casualty & Surety Journal.” new house 
organ of the Association of Casualty & 
Surety Executives, New York. 


Buyers Survey Indicates 
U. S. in Better Condition 


The United States is in a stronger 
position than a year ago, the survey of 
life insurance buyers made in Decem- 
ber by the American Service Bureau in- 
dicates. This study is made semi-an- 
nually including 10,000 applicants for in- 
surance in the month. Gains were 
shown by farmers, ranchers, rural 
housewives and workers in most indus- 
tries, thus taking in farm and city 
workers, the backbone of the nation. 

“Applications for insurance on the 
lives of children under 7 reached a new 
high numerically, 578 such applications 
being received, a gain of 34 percent 
compared with June, 1939,” Lee N. Par- 
ker, president of A.S.B., reported. The 
average new application on children was 
for $1,138. Mull and factory workers in 
the machinery and metals manufactur- 
ing groups, plant employes and execu- 
tives in the printing and paper indus- 
try, automobile sales and sales agency 
emploves, mining and mineral refining 
executives and employes show the 
strongest position numerically as buy- 
ers of life insurance this winter. 


Gain from Seasonal Businesses 


“Seasonal business activity is reflected 
in the increased number of applications 
from those employed by ‘electrical and 
gas utilities, owners and employes of 
coal and fuel companies, inside recrea- 
tional establishments, clubs, theatres 
and amusement enterprises.” 

The total amount of new life insur- 
ance applied for in the 10,000 applica- 
tions was more than $22,000,000. Ex- 
cluding from consideration 1,139 chil- 
dren under 18 years of age, 52 percent 
of the remaining applicants indicated 
they were new buyers of life insurance, 
13 percent stated they owned other in- 
surance in the company to which the 
application was being submitted and the 
remaining 35 percent said they owned 
insurance in other companies. 

The average amount of new life in- 
surance applied for was $2,257 and the 
average already held by the applicants 
who indicated such protection was $4,- 
317. The average new application was 
slightly under that for December, 1938, 
when it was $2,484 and the average al- 
ready owned was lower, since in Decem- 
ber, 1938, the 44 percent already pro- 
tected by life insurance carried an aver- 
age of $5,109. 


Rural Buying Is Improved 


The survey showed 855 applications 
from farmers and ranchers for an aver- 
age of $2,127 compared with 844 for $2,- 
090 the year before; 523 from farm 
hands and family farm workers, other 
than housewives, for $1,321 average as 
against only 422 such applications for 
$1,377 in December, 1938. Applications 
from rural housewives set a new two- 
year record with 292 for $1,276 average; 
applications from urban housewives 
dropped from 412 for $1,755 average to 
352 for $1,724. The total number of ap- 
plications received from all non-gainful 
occupations including children, house- 
wives, students, retired or unemployed 
persons and family dependents was 1,973 
for $1,384 average compared with 1,960 
for $1,419 the vear before. 

In automobile sales and service, 544 


applications for $2,160 average were re- 
ceived as against 540 for $2,526 in De- 
cember, 1938. In banking, brokerage 
and insurance lines 399 applications for 
$4,564 average compared with 431 for 
$4,160. Life. insurance agents  con- 
tinued to be good buyers of their own 
wares, there being 132 such applications 
for $3,936 average, and they already 
carried an average of $6,530 each. Only 
31 were new buyers. 

Applications from domestic and per- 
sonal service classifications numbered 
569 for an average of $1,808 compared 
with 585 for $2,160; government serv- 
ices, 461 for $2,043 compared with 537 
for $2,127 average; manufacturing and 
mechanical industries, 1,263 for $2,679 
average as against 1,250 for $3,086, and 
mineral extraction, forestry and fishing 
308 for $3,578 average compared with 
301 for $2,700. 

Among workers were included car- 
penters, 61 for $1,590 compared with 
49 for $1,303; electricians, 12 for $1,417 
against 11 for $1,580; painters and deco- 
rators, 36 for $1,264 against 34 for $1,- 
520, and plumbers and heating workers, 
34 for $1,853 against only 17 for $1,770 
each. Factory workers in machinery, 
metals and metal products numbered 283 
for $1,705 against 219 for $1,532: print- 
ing, engraving and paper products plant 
employes, 131 for $1,775 against 78 for 
$1,736, and textiles, leathers and their 
products, mill and factory workers, 109 


for $1,477 average compared with 78 for 
$1,741. 
Other Classifications Gain 

Forestry and fishing showed a fine 


gain with 63 applications for $1,753 com- 
pared with only 40 for $1,787 in the 
previous December; quarrying, mining 
and mineral refining applications gained, 
95 for $1,653 average against 87 for 
$1,932. 

Professional services, including ac- 
counting and bookkeepers, architects, 
draftsmen, attorneys, chiropractors, den- 
tists, teachers, etc., dropped from 1,012 
applications for $3,378 average to 898 
for $2,775. In this classification the 
only lines to show gains were ceme- 
tery employes from 5 to 11 and nurses 
from 79 to 97. Undertakers and fu- 
neral directors showed a slight gain, 23 


for $3,087 average compared with 21 
for $4,089. 
Transportation and communication 


lines accounted for 594 applications for 
$1,836 average against 547 for $2,248, 
and wholesale and retail trade 1,514 apps 
for $2,638, compared with 1,482 for $2,- 
968. The gains made by these two 
large groups likewise is a reflection of 
the improvement in general business 
conditions, for while the average new 
application this December was below the 
prior year, the number of applications 
was much greater. 





Patterson Heads Coast Conference 


A. E. Patterson, vice-president Penn 
Mutua! Life, is in charge of a conference 
of all California agencies being held at 
the Desert Inn, Palm Springs, Cal., Jan. 
19-20. The agencies participating in the 
session are Los Angeles, San Francisco, 
Oakland, Sacramento and San Diego. 


SEC Probers Stir 
Up Hornets Nest in 
Demand on A. L. C. 


Threat to Secure Cor- 
respondence of Congress- 
men Has Backtired 


Predictions that the TNEC probe of 
life insurance had back fired and might 
very soon be embarrassed, were made 
this week as a result of the attempt of 
H. A. Blomquist and C. E. Greaney, 
two investigators of Securities & Ex- 
change Commission, to get access to 
private correspondence in the files of 
the American Life Convention, Chicago, 
consisting of letters from U. S. senators 
and representatives, setting forth their 
personal opinions on the subject of fed- 
eral supervision and control of insur- 
ance, 

Congressional members of the TNEC 
expressed amazement in Washington 
that these men had demanded to inspect 
the correspondence and had threatened 
to secure a subpoena duces tecum to 
force the A.L.C. officials to produce it 
at the TNEC hearing. It is expected 
that this issue may produce a fight in 
Congress and may have a serious effect 
on the appropriation which TNEC hopes 
soon to secure to continue its work. 
The funds on hand are said to be suffi- 
cient to last only until about June. 


Expect Reaction in Congress 


The issue is entirely different from the 
one involved in the Black congressional 
committee’s lobby investigation of great 
business concerns when files and tele- 
grams were seized for inspection. In 
the present case personal and private 
correspondence of legislators is in- 
volved and an apparent attempt of the 
executive department of government to 
“get something” on congressmen. It is 
felt the members of Congress will react 
very unfavorably to this as they are 
jealous of their prerogative of immunity 
from legal processes. 

The two investigators appeared in the 
A.L.C. office and demanded that Col. 
C. B. Robbins, manager and general 
counsel, produce the correspondence in 
question. They apparently were fully 
informed that the A.L.C. following the 
annual meeting last October had pre- 
pared and sent out to its state vice- 
presidents a pamphlet criticising the 
SEC probe of insurance as presented in 
TNEC hearings, and asking that the 
vice-presidents distribute copies of the 
pamphlet where it would do the most 
good and if possible secure expressions 
of opinion from U. S. congressmen. It 
was believed investigators sought to 
learn the names of the congressmen who 
had replied expressing opposition to the 
SEC methods and the project to install 
federal supervision, in order that admin- 
istration pressure might be brought to 
bear on them to swing them into line. 

When Blomquist put the demand, 

(CONTINUED ON PAGE 11) 
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Lindsay Heads 
Agency Affairs 
of New York Life 


Duties of Vice-presidents 
Wickett, Langmuir and 
Lovelace Defined 


L. Seton Lindsay, vice-president of 
New York Life and for many years first 
assistant to Walker Buckner, who died 
recently, has been placed in general 
charge of all agency affairs of New 
York Life. He was born at Elizabeth, 
N. J., in 1879. His father was C. Seton 
Lindsay, who was connected with New 
York Life, serving as resident manager 
in the far east, in Great Britain and 








L. SETON LINDSAY 


Ireland as general manager and later at 
the home office. 

L. Seton Lindsay went to New York 
Life at the age of 19 at London, Eng- 
land. Shortly he went into the field as 
an agent and moved to Chicago in 1901. 
The following year he became agency 
organizer in Chicago. Later that ep 
he was transferred to Oakland, Cal., 
agency organizer. He was promoted re 
agency director at Salt Lake City and 
in 1906 became agency director at Seat- 
tle. He made an exceptionally good 
record there and in 1910 he became 


supervisor of the northwest. 
(CONTINUED ON PAGE 26) 
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Mortality Statistics 


How Embarrassment and Erroneous Conclusions 
Have Arisen Because of Misinterpretation of Figures 





W. A. Jenkins of New York City, ac- 
tuary Teachers Insurance & Annuity, 
dictated a memorandum regarding the 
misinterpretation of insurance mortality 
statistics. He said: 

“Although many informative mortal- 
ity studies have been prepared and circu- 
lated by certain professional bodies and 
life companies—studies which are 
soundly conceived and have proved to be 
invaluable sources of information—con- 
siderable publicity has been given to a 
certain convenient but unfortunately ra- 
ther faulty measure of insurance mor- 
tality. This measure has been derived 
each year for each life company and is 
known as the ‘mortality ratio,’ or more 
accurately, the ‘ratio of actual to tabular 
mortality.’ While it has been derived 
really for certain special purposes, and 
is apt to be interpreted correctly for 
some other purposes, it has often been 
mistakenly accepted as a scientific meas- 
ure of present-day mortality for any and 
all purposes, and has thus led to misin- 
terpretations and unjustifiable conclu- 
sions by the American public as to mat- 
ters of comparison between different life 
companies. 

“This mortality ratio is an expression, 
in percentage form, of the ratio of actual 
death losses during the year to the death 
losses that would have occurred had the 
policyholders died at the age-specific 
death rates set forth in one or more mor- 
tality tables. It is designed more as a 
financial measure than as an indication 
of mortality among insured lives. 

“Its shortcomings as a scientific meas- 
ure of mortality are due to two causes. 
First, it usually covers all insurance 
risks in a company, which by no stretch 
of the imagination can be claimed to 
constitute a homogeneous group as to 
the causative factors affecting mortality. 
Second, the mortality tables upon which 
the ratio is based are usually those used 
in calculating policy reserves. While 
these tables are suitable for the latter 
purpose, they do not represent modern 
mortality and are, therefore, not entirely 
satisfactory as measures. In the past 
the use of such tables as a basis for the 
ratio has been dictated by the require- 
ments in the annual statements pre- 
scribed for life insurance companies by 
the various insurance commissioners. 

“In connection with the first short- 
coming, some of the factors which affect 
the mortality ratio are the distribution 
of the policyholders according to age, 
recency of issuance, class of insurance 
(i. e. industrial, ordinary, group, etc.), 


plan of insurance (i. e., term, en- 
dowment, whole life, etc.), residence, 
race, sex and occupation. Because of 


the effect of medical examinations upon 


. subsequent mortality, recency of issu- 


ance is an important factor in connec- 
tion with ordinary insurance, a company’s 
mortality ratio depending in a measure 
upon the volume of new _ insurance 
being written. Usually policy reserves, 
and therefore the mortality ratios, for in- 
dustrial and group insurance are based 
upon special mortality tables pertaining 
to these classes, and thus with different 
mortality standards for each any com- 
parison or combination of mortality ra- 
tios for the classes becomes unsatisfac- 
tory. 

“From this list of factors affecting in- 


surance mortality it is evident that the 
mortality ratio of a life company rests 
upon a heterogeneous group of risks. 
Probably a safe rule for the layman to 
adopt in viewing these company mortal- 
ity ratios is to assume that no compari- 
son between different life companies, or 
between other non-related groups of in- 
sured lives, has much significance unless 
and until the constituents that enter into 
its make-up have been studied thor- 
oughly. As to consecutive yearly ratios 
for one company, or for one group of in- 
sured lives, their trend over not too long 
a period is ordinarily acceptable as an 
approximate guide, but even comparisons 
of this kind involve pitfalls for the un- 
wary.” 


Personalizing the 
Annual Statement 


The Institute of Life Insurance has 
published a booklet suggesting how to 
increase the effectiveness of annual re- 
ports to policyholders on the part of 
companies. The report, according to the 
Institute, should be more than a com- 
pilation of figures. It should bring out 
the social and economic services per- 
formed by life insurance in a factual 
story told in simple, human terms and 
personalized to the welfare of the in- 
dividual policyholder. Through the an- 
nual report, a company has the oppor- 
tunity of reselling every policyholder on 
his contract each year, according to the 
Institute. 

The Institute estimates that the life 
companies spend about $826,000 a year 
in carrying their statements to the pol- 
icyholders and public. About $330,000 
is expended on printing, postage and 
clerical work and $496,000 is used to ad- 
vertise the report. Sixty-eight percent 
of reporting companies, representing 52 
percent of the insurance in force, send 
reports to all policyholders. About 
half the companies send reports by sepa- 
rate mailings and the rest enclose them 
with premium notices. Some use current 
premium notices in the early months of 
the year and make a bulk mailing of 
the remainder later. 

A number of suggestions for typog- 
raphy, style, visual treatment, etc., are 
made. The Institute states that there 
is general agreement that the income 
statement should be placed on a revenue 
basis. The principal difficulty is to 
make the ordinary policyholder under- 
stand the increase in reserve factor. 
Lincoln National Life was commended 
for its efforts in this direction. 

There is an opportunity, the Institute 
observes, to make the policyholder un- 
derstand the dynamic quality of the as- 
sets of a life company. Home Life has 
done much in this direction, the Insti- 
tute says. It is difficult to present a 
simplified understanding of legal re- 
serves. Old Line Life of Milwaukee 
has done effective work in personalizing 
that feature. 

The Institute suggests how the sub- 
jects of cost of insurance, mortality data, 
policy dividends, and promoting the 
prestige of the agent can be handled in 
annual statements. 


N.Y. Bill Would 
Cut Gross Premiums 
of Some Companies 


Piper Measure Proposes 
to Limit Expense Loading 
to 30 Percent 


NEW YORK-—Slight reductions in 
gross premiums on ordinary life and lim- 
ited payment policies would be re- 
quired of the New York Life, Equitable 
Society, and Mutual Life of New York 
under a law proposed by Chairman R. 
Foster Piper of the New York legisla- 
ture’s insurance law revision committee. 
The reduction would amount to only 
about 70 cents per year per $1,000 on a 
straight life policy issued at age 35 but 
life companies generally view the pro- 
posal to legislate gross premium levels 
as unsound. 

The Piper proposal follows exactly 
the language of the Wisconsin gross 
premium limitation which has been in 
effect about 30 years, except that where 
the latter permits a one-third loading 
the New York proposal would cut the 
permissible loading to 30 percent, An- 
other reason why the move is not wel- 
come is that it ties the gross premium 
limitation to the American Experience 
table of mortality. If in the future it 
should be found desirable to change to 
another table the companies might find 
themselves well within the limitation at 
some ages and possibly outside it at 
others. 


Mystery as to Aim 


Life insurance men are somewhat 
mystified because Mr. Piper, in announc- 
ing the bill, clearly indicated that what 
he is seeking is a limitation on expenses. 
However, what governs expenses of 
companies operating in New York is not 
the permissible expense loading but sec- 
tion 213 of the new code, which was the 
well known section 97 of the old insur- 
ance law. 

A company could run far over that 
expense limitation and still be well with- 
in the limits of the permissible expense 
loading under either the Wisconsin law 
or the proposed New York law. Con- 
versely, a company could operate with 
an expense loading considerably higher 
than one-third and still be far under the 
limit set by section 213. 

There has been no complaint that sec- 
tion 97 and its successor, section 213, 
are not fully adequate to keep the com- 
panies in line when it comes to expense 
limitations. As a matter of fact most 
of the companies are able to operate so 
as to stay within section 97 by substan- 
tial margins. 





Banks Advertise 3 Percent Loans 


PORTLAND, ORE.—For the past 
30 days, a number of Portland and out- 
lying banks have used advertising space 
to secure life insurance loans at 3 per- 
cent. As a result they have had a con- 
siderable increase in this department. 





FIGURES FROM DEC. 31, 1939 STATEMENTS 








Change 
in 


Surplus to New Change 


Prem. Total Benefits Total 


Total Policy- Bus. Ins. in Force in Ins, Income Income Paid Disburs. 
Assets Assets holders 1939 Dec. 31, 1939 In Force 1939 1939 1939 1939 
$ $ $ $ $ $ $ $ $ 

American Reserve, Neb.. 5,209,008 + 277,250 495,397 2,465,788 21,711,035 + 155,105 560,377 816,233 315,199 523,207 
ae? eee eee ‘ 233,728 +33 57,372 1,061,553 1,639,094 —94,000 74,594 89,910 29,892 84,056 
Columbus Mutual . . 34,575,322 + 2,675,972 2,708,398 10,728,059 136,522,686 + 2,758,195 4,411,577 7,130,928 2,593,168 4,479,774 
Continental An-.er. 24,858,492 + 1,762,027 2,059,358 20,483,901 135,718,350 + 3,478,675 3,726,960 5,133,414 2,079,890 3,423,980 
Great National, Tex.... 1,727,450 + 282,010 256,108 2,366,459 14,366,169 +9738,395 405,647 614,770 79,191 328,692 
National Fidelity....... 6,167,128 + 245,502 413,118 2,052,007 28,469,392 +:230,104 671,695 1,075,187 423,729 864,845 
Security Mut., Neb...... 6,753,814 + 307,914 375,684 5,485,956 32,775,917 + 1,339,859 830,993 1,227,518 492,861 907,181 
State Reserve, ES 1,497,465 + 153,922 214,280 2,013,669 12,113,054 +555,171 250,399 353,216 87,242 205,275 
Sun Life of Amer....... 20,308,971 + 962,925 3,045,994 26,101,115 134,842,779 +7,899,776 3,325,667 4,349,328 1,305,484 3,420,647 
Union Natl., Neb........ 748,223 +171,442 155,549 2,774,502 9,777,645 +1,056,237 311,133 343,718 27,054 176,086 
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Albert Hirst 
Analyzes Income 
of the Siegels 


N. Y. State Life Underwrit- 
ers Counsel Finds Gross In- 
come Was $246,600 


NEW YORK—Morris H. Siegel and 
his brother Sam Siegel, who own and 
operate Policyholders Advisory Coun- 
cil, took in approximately $246,600 gross 
income in 1938 rather than the $98,000 
which Morris Siegel gave in his testi- 
mony before the Temporary National 
Economic Committee, Albert Hirst, 
counsel New York State Life Under- 
writers Association concludes in an 
analysis of the Siegels published in the 
current “Bulletin”’ of the New York 
City Life Underwriters Association. Mr. 
Hirst draws his figure $246,600 from 
testimony which Mr. Siegel gave under 
oath before the TNEC in August and 
before New York’s Piper committee on 
insurance law revision in November. 
Though Mr. Siegel requested to be 
sworn at the latter hearing, Chairman 
R. Foster Piper explained that the com- 
mittee did not follow this procedure but 
would receive his testimony as if he 
were under oath, ; 

Before the TNEC Mr. Siegel stated 
that his organization services about 38 
percent of those who currently come to 
his offices, 62 percent not being serv- 
iced. All, however, are charged the $1 
registration fee. 


Breaks Down the Figures 


Applying these percentages to the 
30,000 cases which Mr. Siegel told the 
Piper committee his firm handled in 
1938, Mr. Hirst points out that 18,600 
cases not serviced would bring in a 
registration fee of $1 each or a total of 
$18,000. Taking Mr. Siegel’s TNEC 
testimony that his firm’s average fee is 
between $20 and $22 on accepted cases, 
Mr. Hirst applies the lower figure to the 
11,400 cases representing 38 percent of 
30,000, giving a gross income from this 
source of $228,000, since the $1 registra- 
tion is credited against the fee charged 
on accepted cases. 

Thus, the total income calculated ac- 
cording to Mr. Siegel’s testimony is 
$246,600, Mr. Hirst points out, while 
the total income for 1938 stated by Mr. 
Siegel on page 115 of the TNEC record 
is $98,000, or a difference of $148,600. 


Mentions Tax Angle 


“Tt is not our task to reconcile the ir- 
reconcilable,” Mr. Hirst comments. 
“We assume that the authorities inter- 
ested in the matter will undertake that 
task. These authorities, it would seem, 
are the TNEC and Mr. Gesell, its coun- 
sel; the federal income tax authorities; 
the New York state income tax authori- 
ties and the city of New York, which is 
getting a gross income tax. These par- 
ties have a greater interest in Mr. Sie- 
gel’s budget than we.” 

Mr. Hirst also makes some interest- 
ing observations on the actual income 
and disbursement figures given by Mr. 
Siegel in his TNEC testimony. From 
the official record Mr. Hirst quotes Mr. 
Siegel as having testified that out of a 
gross income of $98,000 there were dis- 
bursements and expenses of $60,000 for 
radio time; $18,000 for payroll; and 
$2,500 for miscellaneous expenses, or a 
total of $80,500 exclusive of a $7,500 
drawing account for Mr. Siegel and a 
like drawing account for his brother, 
plus a profit of $10,000. Adding up 


these items, which total $105,500, Mr. 
Hirst called attention to the discrepancy 
(CONTINUED ON PAGE 13) 


National Trustee 
from Davenport 
Leaves Insurance 


Penn Mutual Life announces the resig- 
nation of Karl E. Madden as general 
agent at Davenport, Ia. He has been 
general agent since 1927, and before that 
was five years with Equitable Society. 





KARL E. MADDEN 


The new general agent is George E. 
Kirk. 

Mr. Madden is in the very unusual 
position of leaving life insurance at the 
height of a successful career to begin a 
new career in a totally different business. 

In fact it is his success in life insur- 
ance salesmanship that is cause for the 
change, for one of his clients, in agmura- 


Wagner Claims to Have 
Social Security Board OK 





United States Senator Wagner of 
New York, who is promoting a proposal 
for the sale of federal annuities at one- 
third less than the cost of such con- 
tracts from private companies, states 
that the social security board has ap- 
proved that proposal “in principle.” 
Wagner is drafting legislation to effectu- 
ate his purpose. He would have the gov- 
ernment sell annuities at post offices in 
the same manner that baby bonds are 
sold. 

Wagner was quoted as saying, in re- 
sponse to an inquiry as to whether he 
thought Congress would act favorably 
on the plan at this session: “I don’t 
know about that. This is supposed to be 
a conservative year.” : 








tion for Mr. Madden’s abilities, made an 
offer that is too promising to resist. Mr. 
Madden becomes assistant to the presi- 
dent of the Iowa Fiber Box Company, 
with headquarters in Keokuk and branch 
plants at St. Paul, Sand Springs, Okla., 
Des Moines and Fort Worth. 

Mr. Madden is a university man, and 
has participated energetically and help- 
fully in commercial and underwriting 
activities in Davenport. He served in 
the navy during the war, and is a mem- 
ber of the Naval Reserve. He was 
elected a trustee of the National Asso- 
ciation of Life Underwriters last fall. 
He has been eager to have Davenport 
as the host city for the mid-year meet- 
ing of the National association, and he 
has been the leader in conducting sales 
congresses there of remarkable size and 
spirit, to prove Davenport’s capacity and 
desire to entertain a National meeting. 

Mr. Kirk has been one of the leading 
producers of the Madden agency since 
his beginnine there in 1929, and has 
done supervision work during the past 

(CONTINUED ON PAGE 26) 








he should keep what he had. 


+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 





SHE MADE IT GOOD 


One of our women underwriters in Chicago was handed 
a lead on an “orphan policyholder’’ back in 1933. 

This policyholder had $4,000 of life insurance, and when 
she went to talk with him he said that he wished to surrender 
his life insurance to provide money with which to buy an 
annuity. But to this she answered by pointing out the advan- 


tages of the options on his contract, and convinced him that 


This considerate service established his confidence in her, 
and although he bought no insurance from her he developed 
into an excellent center of influence. He referred her to eight 
people and assisted her in selling each of these. During five 
years she sold $226,000 to this group. 

Her general agent, telling us about this, added an inter- 
esting point. That original lead of 1933 had been handed first 
to another underwriter, who didn’t think it was any good. So 


it was handed over to the woman who made it good. 


* + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


JOHN A. STEVENSON 
President 

















N. A. L. U. Poised 
for Instant Action 
on Federal Control 


Lined Up to Contact Con- 
gressmen, Senators at 
First Definite Move 


NEW YORK—tThe National Associ- 
ation of Life Underwriters has been 
unostentatiously but swiftly mobilizing 
its forces to carry out the trustees’ reso- 
lution to resist federal control and is 
ready to contact every senator and rep- 
resentative as soon as definite proposal 
for federal control is offered. 

There has been an excellent response 
by local and state associations to a let- 
ter sent out by C. Vivian Anderson, 
Provident Mutual, Cincinnati, chair- 
man law and legislation committee. The 
letter, with _which was, enclosed the 
American Life Convention’s pamphlet 
favoring state supervision against fed- 
eral, went to local association officers, 
presidents of state associations and all 
local and state legislative chairmen. It 
urged the members to make their posi- 
tion known to their state legislators, to 
their senators and representatives and 
to their prospects and policyholders. 

Mr, Anderson urged recipients to 
study the A. L. C. booklet and make 
themselves familiar with all the rami- 
fications of state versus federal super- 
vision. Many requests for additional 
copies of the letter have come in and 
the response of the membership indi- 
cates that they are thoroughly aroused 
and convinced of the necessity of block- 
ing any move for federal control. 


Girard Life Agents 
Meet Jan. 25-27 


The Girard Life will hold its annual 
convention Jan. 25-27 in Philadelphia at 
the Benjamin Franklin hotel. C. T. Bot- 
ting, agency superintendent, and George 
A. Adsit, vice-president in charge of 
agencies, will make the opening ad- 
dresses at a luncheon Thursday. A gen- 
eral meeting’ will be held Friday morn- 
ing with the theme “A Successful Life 
Insurance Plan.” This will be discussed ° 
by Mr. Botting. E. C. Anstaett, Colum- 
bus, O., will talk on “Applying the Gir- 
ard’s Proposal Plan.” The new agency 
manual will be described by H. M. 
Horne, auditor and associate actuary. 
Dr. W. H. Carpenter, medical director, 
will talk on “Medical Selection.” 

“What We Expect From the 1940 
Calendar Program,” will be told by E. 
P. Pfister, Cleveland. Gustave Jay, Jr., 
Newark, will talk on “Where to Look 
for Business in 1940,” and Vice-presi- 
dent Adsit will speak on “Last Year 
and This Year.” 

The convention dinner will take place 
Friday night. President Albert Short 
and Dr. W. D. Gordon, director, will 
give talks. Mr. Adsit will present the 
president’s trophy for 1939 and the dia- 
mond merit insignia. 

The Saturday morning session will 
be held for general agents and super- 
visors only. Speakers will be W. L. 
Crawford, actuary and assistant treas- 
urer; J. H. Brooks, chairman finance 
committee; Mr. Adsit, and J. D. Mor- 
elli, director. The afternoons will be 
given over to sightseeing. 


Made Associate General Agent 


George J. Ainbinder, Newark, N. J., 
general agent Continental American 
Life, has appointed Harry Greene, asso- 
ciate general agent. 
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Sees Better Spirit 
in Eastern Field 
for Business 


Grant Hill Comments on 
the Outlook for Life Insur- 
ance This Year 


At the annual agency dinner of the 
Hobart & Oates agency of the North- 
western Mutual Life in Chicago, Super- 
intendent of Agents Grant L. Hill was 
the chief speaker. He made the state- 
ment that the Chicago agency had more 
business in force than any other agency 
of the company. He joined the Chicago 
people in honoring John J. Fraher, cash- 
who closed 50 years of service with 
Northwestern Mutual, starting as a 


ier, 
the 





GRANT L. 


HILL 


junior clerk when there were only four 
or five agents. Mr. Hill stated that Mr. 
Fraher was the dean of the cashiers of 
the 85 agencies of the company. He pre- 
sented him with a 50-year service pin, 
stating that there are only 15 such out- 
standing in the company ranks. 

Mr. Hill announced that the Chicago 
agency moved last year from second to 
first place in total production. It was 
third last year among the agencies in 
number of lives insured, the first being 
the Stumm agency at Aurora, IIll., and 
the second Cameron & Carroll of ‘Osh- 
kosh, Wis. 


Better Feeling in the East 


Mr. Hill had returned from the re- 
gional meeting of the Northwestern Mu- 
tual in New York City that is always 
held the first week of January. He felt 
much gratified to find a different feeling 
in the east with regard to the business 
outlook. He discovered a new spirit and 


this, he acknowledged, was very en- 
couraging. 
Mr. Hill asserted that life insurance 


sales lag behind general business always 
when there is a decline and life insur- 
ance comes back more slowly when there 
is an upward trend, but he said its re- 
cuperation is very sure. He predicted 
that the first six months will be more at- 
tractive in life insurance sales. He is 
glad to see big cases begin to rear their 
heads. This is a healthy sign, he said. 


So-called large cases had almost disap- 
peared but now here and there over the 
country the men who can afford to buy 
a larger volume of life insurance are tak- 
ing advantage of the opportunity. 

(CONTINUED ON PAGE 26) 
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N. Y. Life Agency 
Directors Confer 


Many Sales Problems Re- 
viewed at Winter Conclave 
in St. Petersburg, Fla. 


ST. PETERSBURG, FLA.— More 
than 200 agency directors and officials of 
the New York Life attended the winter 
conclave here. 

L. Seton Lindsay, vice-president in 
charge of agencies, presided and led the 
discussion of problems facing agency 
heads and agency directors. A memorial 
honoring the memory of the late Walker 
Buckner, executive vice-president, who 
died Nov. 12, was adopted. 

Wickett Conducts Forum Session 


Thomas A. Buckner, chairman of the 
board, spoke on certain aspects of life 
insurance, with special reference to the 
difficulties presented by today’s invest- 
ment situation. Vice- president Cas 
Langmuir spoke on selling problems and 
Dr. Arthur Hunter, vice-president and 
chief actuary, dealt with actuarial prob- 
lems. 

Vice-president F. A. Wickett con- 
ducted a forum session, introducing a 
number of speakers. Charles J. O’Con- 
nell, agency director, New York, pre- 
sented several ideas on sales problems 
and Raymond Moore, specialist in estate 
and inheritance taxation, explained their 
relation to life insurance. 


Best Leads from Service Contacts 


Willard. Dowell, formerly of Seattle, 
now supervisor of agents at Pittsburgh, 
gave an instructive talk on the use of a 
blackboard to stimulate sales and en- 
hance the prestige of producers. The 
board he uses is one covered with black 
cloth and provided with grooves in 
which names and figures may be set up. 
It is similar to the bulletin boards util- 
ized by hotels for lobby announcements 
and makes the frequent changing of text 
an easy matter. The first of each month, 
agents’ names, set up on metal bases, 
are inserted on the left side of the board 
in the lower section. As soon as a man 
signs up $10,000 of business or turns in 
five applications, his name is moved up 
to a section reserved for the leaders 
among the producers. No business vol- 
ume is shown on the board until these 
figures have been reached. Mr. Dowell 
said he found the board a real stimulator 


Comparison Made 
on Savings Bank 


Dividend Returns 

ALBANY, N, Y.—On the basis of 
first year figures the dividends an- 
nounced by New York’s year-old sav- 
ings bank life insurance system are sub- 
stantially less than those of at least one 
company which pays first year divi- 
dends. S. L. McCarty, of the Provident 
Mutual agency here, who is president of 
the New York State Life Underwriters 
Association, has reprinted and _ dis- 
tributed the following comparison from 
the Provident’s regular agency bulletin: 


Ordinary Life 


ge yg Provi- 
Banks dent 

PUREE  o'soin'e aoe emesion $23.96 $25.88 
TES oi pnician vtiein eon 97 4.87 
First year net o..csssv«. Gees $21.01 
Endowment Age 65 
PRD 3 3.6.65 ow eo he $31.52 $33.51 
TORRONE 6600 8 60 dS veka 1. 5. 
BUPSt Pear Rt <6 6csiwaws $30.44 $28.37 
20 Year Endowment 
Ve ee $47.36 $49.49 
OR ash erase iaceiors: oe 1.30 5.72 
WiFRC Peer NOC ....6.0s caxce $46.06 $43.77 


(CONTINUED ON PAGE 12) 








of business and considers it a big im- 
provement over the chalk board, which 
is apt to become smeared and sloppy. 

Dudley Bates, inspector of agencies, San 
Francisco, took up new business leads. 
He said he has found the service con- 
tacts made in connection with such mat- 
ters as matured endowments and claim 
payments more productive of business 
than inquiries that come in from vari- 
ous sources. 

As concerns the handling of leads, he 
has brought about best results by pass- 
ing them along to old agents rather than 
new ones and to active producers instead 
of to non-producers. Agency executives 
should attend to the distribution of leads, 
he added, and should not leave them in 
the hands of stenographers or other mi- 
nor employes. He keeps a card index 
to check the outcome of distributed leads 
and makes certain that they are reported 
upon. 

4 William Bolt, medical director, 
talked on cooperation between field men 
and the medical department and ex- 
plained why home office examiners are 
forced to give consideration to a pros- 
pect’s past medical history as well as his 

(CONTINUED ON PAGE 26) 


Monthly Schedule 
for Agents’ Exams 
Aids N. Y. Managers 


Earlier Plan Was Six 
Times a Year; State 
Outlines Requirements 


NEW YORK—Examinations for new 
life insurance agents, which became 
mandatory the first of the year, will be 
held every month instead of six times 
a year according to the original plan. 
The monthly basis will make the recruit- 
ing, training, and early production of 
new men considerably simpler for gen- 
eral agents and managers, many of 
whom were concerned at the prospect 
of two-month intervals between exam- 


inations. First tests are expected early 
in February. 

Also, it is understood that while men 
in training may not be paid commissions 
until they have passed their examinations 
and are licensed they may go out on sol- 
icitations with supervisors or assistant 
managers, and commissions on any busi- 
ness closed may be placed in a special 
account to be paid them after they are 
licensed. 


Rush for Old Licenses 


There was quite a rush to get new 
agents licensed before the Dec. 31 dead- 
line, while it could still be done without 
examination. So great was the last min- 
ute scramble that the insurance depart- 
ment received some 700 applications the 
morning of Jan. 2 from those who hadn't 
quite got under the wire. These appli- 
cations were returned and such of the 
applicants as are sufficiently interested 
will have to take a written examination 
in order to be licensed. The cost ele- 
ment is a factor, for there is a $5 fee for 
taking the examination. 

The state has got out a syllabus on 
what the examinations will cover. It 
indicates that applicants will be expected 
to possess a pretty thorough knowledge 
of life insurance. The first section covers 
general principles, including definitions 

(CONTINUED ON PAGE 13) 





NEW OFFICIALS NAMED BY THE CANADA LIFE 








R. 


The Canada Life has elected two ad- 
ditional vice-presidents and a director. 
R. A. Laidlaw, secretary-treasurer R. 
Laidlaw Lumber Co., and E. G. Baker, 


LAIDLAW 


A. 





E. G. BAKER 


president of Moore Corporation, Ltd., 
both directors for some time, will be- 
come associated with E. R. Wood as 
vice-presidents. 








M. MACDONNELL 


J. 


J. M. Macdonnell, who is president 
and general manager of the National 
Trust Co., has been elected to the board 
of directors. 
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Kavanaugh Takes Up 
the Cudgel for State 
Supervision 


Senators Johnson and 
Adams Respond Favorably 
to Commissioner's Letter 


DENVER—In a letter sent to all 
Colorado Congressmen which has al- 
ready drawn several reassuring replies, 
Commissioner Kavanaugh has taken up 
the cudgel in the cause of state super- 
vision and life insurance as a whole, 
praising the accomplishments of the 
companies and the American agency 
system. 

Figures so far reported by the inves- 
tigators “are impressive evidence that 
the insurance companies have played a 
tremendously helpful part in the finan- 
cial structure of the country and have 
also made it possible for our govern- 
mental bodies to operate on a deficit 
basis without disaster,” Mr. Kavanaugh 
stated. He praised the agency system 
from the standpoint of service to the 
policyholder. 


Senators Reply 


In his reply Senator Ed. C. Johnson 
expressed extreme gratitude for the 
facts it contained, and asked permission 
to have it published in the “Congres- 
sional Record.” Senator Alva B. Adams 
also thanked Mr. Kavanaugh for the 
data he provided and declared he is sure 
that Congress cannot be persuaded to 
pass any legislation which would be in- 
jurious to life insurance policyholders. 

Mr. Kavanaugh’s letter declares that 
while the Congressional committee 
members are undoubtedly trying to be 
fair and to keep the inquiry on an ob- 
jective basis, “some sinister influence 
seems to be at work.” 

“The result, it seems to me, is that, 
instead of a hearing, it has developed 
into a prosecution in which no defense 
is admissible. I may be unduly alarmed 
but I am tired of this ever-increasing 
projection of government into private 
business. 


Must Be Something Good 


“After all, there must be something 
good about an industry that, despite 
wars, panics and depressions, has ac- 
cumulated assets in excess of 25 billions 
of dollars. Of course there are weak- 
nesses and abuses to be remedied. But 
this work should be done in a construc- 
tive way, and by the states. For in- 
stance, we have a claims department 
that handles in excess of a thousand 
complaints made by dissatisfied policy- 
holders every year. If the decision in 
these matters, instead of being made by 
the commissioner of Colorado, should be 
dependent on the whims of some de- 
partment in Washington, it is easy to see 
the innumerable delays and red tape 
which would ensue. 

“One of the principal attacks has 
been made upon the agency system. 
There are 12,000 licensed insurance 
agents in Colorado, the great majority 
being honest, industrious men and wo- 
men. Should they all be annihilated?” 

“The shining argument for the agency 
system is war risk insurance, with which 
I am somewhat familiar. (Mr. Kava- 
naugh was in charge of war risk insur- 
ance in six states, handled some 6,000 
cases in the courts when he came into 
office). Of approximately 4,200,000 poli- 
cies in effect in the World War only 
600,000 are in existence today. I have 
always believed that this unparalleled 
lapsation was due mainly to the lack of 
a government agency system. After all, 
the insurance agent’s work does not end 


with the sale of a policy, it just begins. 
From then on, he is the valued friend 
and insurance advisor of the policy- 
holder. 

“Various suggestions have been heard 
to the effect that federal regulation may 
be super-imposed upon the present su- 
pervision of life insurance companies by 
states, that the Securities & Exchange 
Commission may be given control over 
company investments; that this com- 


mission or some other federal agency, 
will take charge of elections of 
directors of mutual insurance companies, 
and that a limitation may be placed upon 
the size of companies.” 

Mr. Kavanaugh quoted from the 
Omaha talk of Senator Burke which was 
published in THE NATIONAL UNDER- 
WRITER, which warned against federal 
bureaucracy. 

“It seems to me, from reading as 


much of the record as has been obtain- 
able, together with innumerable articles 
on the subject, conversations with wit- 
nesses, etc., that the departmental repre- 
sentatives who have been most conspicu- 
ous in hearings have a strong bias 
against big business. 

“It is significant that thus far the 
report made does not contain a criticism 
as to the use made by insurance compa- 

(CONTINUED ON PAGE 26) 








Insurance in Force . . 

Paid to Policyholders and Beneficiaries in 1939 . . 

Paid to Policyholders and Beneficiaries since organization in 1884 . 
Total Income Received during 1939 . 

Income Exceeded Disbursements . . . 

Assets Increased in 1939... 

Legal Reserve Increased . . . 

Surplus Increase in 1939... 


THE FRANKLIN LIFE INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 


ANNUAL STATEMENT JANUARY 1, 1940 








ASSETS 


Ce ven saccwan eo minsawnw cee 6 6k «s ..-- -8 1,152,145.50 
U. S. Government, State, Municipal wall Corporate Bonds........ . 14,103,810.55 
First Mortgage Loans on Real Estate..................2--00-- . 8,180,008.7 
Preferred Stocks ........ ‘~iataawes Letina tes era 380,250.00 
Loans to Policyholders (fully secured by legal reserve).......... . 6,879,241.59 
Be i AEA vo. Sa RE ree ee eee te Pee ree 6,529,857.47 
Secured Collateral Loans............ bilgs MERA RES VERS 04 COREE 54,200.00 
Interest and Rents Due and Accrued. ...........0.cccccccccces : 512,472.94 
Meal Motate Sole waller Comtraet: «ooo. ccc cadiceccvcccseaseaiss 280,909.94 
I 50-9454 5 4 Woke eereieen caine ctueeeens 364,931.00 
Premiums in Course of Collection (liability included in reserve)... 1,121,689.68 
Benen AMO 5c cc bcc cctdccess vies errr. wens 7,190.64 
$39,566,708.05 
LIABILITIES 
Legal Reserve on Outstanding Policies........ pela ds AT Pee oe $37,284,260.00 
Ea Cis ae ae Wi oi nc cine Galilei es NONE 
Reserve for Claims Reported but Proofs not Complete............ 161,120.59 
Reserve for Claims Unreported....... ee © ee homeitee «ee , 40,000.00 
Memmewve fom Tmt Piso « cen sc ckcdcewcdccases Pine i fass 234,819.32 
Premiums and Interest Received in Advance.................... .e 217,486.20 
Reserve for Taxes Payable in 1940.................02005- hkabeecits 169,500.00 
Miscellaneous Liabilities ....................... gua waus he ste pas 19,619.55 
$38,126,805.66 
oe Cs 6 ea canavabove Binh biwasawewaaea¥eanad . 1,439,902.39 
$39,566,708.05 








From every standpoint, 1939 was the most satisfactory twelve month period in 
more than ten years.—Chas. E. Becker, President. 








14.9% 


Founded July 23, 1884—56 Years of Distinguished Service—Old Line—Legal Reserve 


- $177,579,145.00 
. $2,971,970.52 


- $7,078,113.97 
$1,964,677.31 
$2,063,211.73 
$1,845,099.00 











. $73,974,879.00 
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Three Senior 
Metropolitan 
Officials Retire 


Craig, Carpenter and 
Ewing End Service— 
Bassford Actuarial Chief 


NEW YORK.—Three Metropolitan 
Life officials have retired with an ag- 
gregate period of service of 106 years. 
They are: J. D. Craig, vice-president; 
R. V. Carpenter, senior actuary, and 
Frank Ewing, assistant general coun- 
sel. They have been with the company 
43, 41, and 22 years respectively. 

With Mr. Carpenter’s retirement Ac- 
tuary H. R. Bassford will have super- 
vision of the entire actuarial division. 

The careers of Mr. Craig and Mr. 
Carpenter have run a singularly parallel 
course—clerks in the actuarial division, 
together, appointed assistant actuaries 
at the same time, and on the day Mr. 
Craig became a vice-president Mr. Car- 
penter was appointed senior actuary. 


With Pittsburgh Life & Trust 


Mr. Ewing began his insurance career 
as attorney for for Pittsburgh Life & 
Trust. On the latter’s reinsurance by 
Metropolitan in 1917 he was appointed 
a member of Metropolitan’s law divi- 
sion. 

Mr. Craig is regarded as one of the 
country’s leading authorities on social 
insurance and on retirement plans. He 
has been active in the Actuarial Society 
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of America, serving as president in 1928- 
30. He is also a past president of the 
Casualty Actuarial Society and a mem- 
ber of the American Institute of Ac- 





J. D. CRAIG 


tuaries and American Mathematical So- 
ciety. 

Mr. Carpenter has devoted himself 
largely to the industrial side. He has 
been identified with and often responsi- 
ble for advances made in Metropolitan 
industrial contracts. He is a fellow of 
the Actuarial Society and the Casualty 
Actuarial Society. 





Hiatt Gives Address 


A. H. Hiatt, Jr., superintendent of 
agencies for Aetna Life, was guest of 
the C.L.U. of the District of Columbia 
at the January meeting. He told of 
a recently completed, but not yet fully 
analyzed, personal audit made among 


350 of Aetna Life “Regionnaires”— 
the company’s leading sales group. 
Tentative deductions from the audit 


were, according to Mr. Hiatt: College 
educated men have, on the average, a 
better sales record than men not so 
well educated; married men_ succeed 
more frequently than single men (91 
percent of the “Regionnaires” are mar- 
ried); then men in the age group of 
25-40 are the most successful; C.L.U. 
training counts heavily in favor of the 
man holding the designation. The com- 
plete report of the survey will be made 
at the Aetna’s general agents conven- 
tion, to be held in Florida in late March. 





Interesting Columbus Function 


COLUMBUS, O.—Approximately 40 
life men were presented with plaques 
at a dinner held in Columbus, O., Jan. 
15, under the auspices of the General 
Agents & Managers Association. Two 
agents from each agency taking part 
were awarded the honors, one for the 
largest number of lives insured in a 
campaign just closed and another for 
the largest volume of business. The 
presentations were made by Superin- 
tendent of Insurance J. A. Lloyd. Claris 
Adams, president of the Ohio State Life, 
introduced B. C. Forbes, editor of 
“Forbes Magazine,” who was the prin- 
cipal speaker. S. R. Fraher of the 
Massachusetts Mutual spoke on behalf 
of the recipients of the plaques. A num- 
ber of prominent business and profes- 
sional men attended the dinner. It is 
planned to have a similar affair next 
year. 





H. G. Royer, president Great North- 
ern Life, Chicago, is on a coast trip 
and was in Los Angeles over the week- 
end. 





Accident and health sales up 8 per- 
cent. Get on bandwagon. Send $1 for six 


months’ subscription to Accident & 
Health Review, 175 W. Jackson Blvd., 
Chicago. 


Future of TNEC 
Inquiry Is Found 
to Be Uncertain 


Maze of Conflicting 
Reports Heard—Zimmer- 
man May Be Called 


WASHINGTON — Hearings on life 
company investments will begin for the 
Temporary National Economic Commit- 
tee either Jan. 29 or Feb. 5 and continue 
for two full weeks or possibly three. As 
between the two dates it is still a toss-up 
but the odds at the moment are slightly 
in favor of Feb. 5. 

No subpoenaes have been issued and 
the SEC would not confirm or deny re- 
ports that C. J. Zimmerman, general 
agent of Connecticut Mutual, Chicago, 
and president National Association of 
Life Underwriters, would be called to 
testify, presumably in connection with 
the association’s opposition to federal 
control of insurance. Neither was any 
comment available on what the SEC pro- 
poses to do about the American Life 
Convention’s refusal to give SEC inves- 
tigators access to files containing corre- 
spondence with senators and congress- 
men on the subject of federal control. 

A maze of conflicting reports has de- 
veloped as to whether there will be fur- 
ther life insurance hearings or investiga- 
tion after the investment phase has 
been covered. Shortage of money is a 
potent factor but by no means the only 

(CONTINUED ON PAGE 12) 








GOL JOHN LINCOIN RAISED 
HIS AVERAGE-SIZE POLICY 





WHEW/ ANOTHER LETTER 
FROM MY G.A. ABOUT TOO 
MANY $1000 APPS/ 


HE SUGGESTS SALARY CONTINUANCE 
PLAN - I'LL GET OUT MY KIT- STUDY 
"INCOME. PROSPECTS! pee 


























DON'T FORGET, THE PLAN 
6IVES YOUR FAMILY A CLEAN-UP 
FUND AND AN INCOME 
FOR TWO YEARS 


(THAT'S $1,557 SALE 
INSTEAD OF OWE 
FOR ¥ 1,000 ) 


















YOU BET, ANO 
I CAN SURELY 
AFFORD 10¢ 
A DAY !! 




















J ir RELIEVES MY MIND 
TO KNOW THAT MY FAMILY 
WILL HAVE AN INCOME 
iF IT Die 















A RETAIL CLERK 








YES, ANO DON'T 
FORGET YOU 
GET CASH IF 
YOU LIVE / 











MAN-SIZED JOB OF 
FAMILY PROTECTION 











! THIS PLAN TRULY MAKES 
A MODEST DEPOSIT DOA 


r 











I AGREE -1 
LIKE THE PART 

THAT ENABLES 
ME TO SAVE ,TOO / 























willl 
AN OFFICE WORKER 











S.C.P. HELPED ME. THESE SALES WOULD HAVE 7 
BEEN FOR $1000 EACH INSTEAD OF $1557. PROSPECTS 


BOUGHT MORE AND NEEDED EVERY PENNY OF IT! 





INDIANA 
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Hugh D. Hart Joins 
Illinois Bankers 
as Vice-president 


Well Known Life Man Will 
Take Charge of the 


Agency Department 


Hugh D. Hart of Chicago, who for 
some time has been vice-president of the 
American Federation of Investors of 
which the well known Hugh S. Magill is 
president, having to do largely with the 
protection of investors in some of the 
major industries such as railroading, has 
been elected vice-president and agency 
director of the Illinois Bankers Life of 
Monmouth, IIl., succeeding Karl B. Kor- 
rady, who takes a similar position with 
the Franklin Life. 


Mr. Hart has a national reputation in 
life insurance work especially in produc- 





HUGH D. HART 


tion. He built up one of the largest per- 
sonal businesses in the south when he 
was located at Little Rock with the 
Aetna Life under G. H. Campbell, man- 
ager. He started as an agent there in 
1913, at the age of 24. He possessed un- 
usual sales ability, was impressive in his 
presentation and soon was recognized 
not only by the Aetna Life but other 
companies as an outstanding life insur- 
ance salesman. In 1924, he went to New 
York City to head the firm of Hart & 
Eubank, joining G. A. Eubank in becom- 
ing managers of the Aetna Life. Per- 
haps no firm has attracted wider atten- 
tion because of the superior record made. 
In one year they produced $66,000,000 of 
business. By this time Mr. Hart was 
a national character in life insurance. 

In 1927 he became vice-president of 
the Penn Mutual Life in charge of 
agency and production work. He intro- 
duced new ideas in the organization and 
attracted to it some excellent men. In 
1931 he resigned to undertake sales re- 
organization work. He has spoken many 
times before life insurance and other 
sales bodies and is the author of two 
well known works, “Life Insurance as a 
Life Work” and “The Mature Person,” 
the latter being a general analysis of hu- 
man character and achievement that 
formed the basis of his thesis in securing 
the honorary degree of LL.D. at the 
University of Vermont in 1930 when 
Mrs. Calvin Coolidge was also given an 
honorary degree. More recently he has 
been with Pyramid Life of Arkansas. 
heading its agency department. 

The Illinois Bankers Life has built up 


a hard hitting sales organization, loyal 
to the company. The producers and 
managers have given a good account of 
themselves. Mr. Hart has already gone 
to the home office and will immediately 
get in touch with the selling force. The 
appointment was made by President 
Hugh T. Martin being supported by 
Vice-president E. H. Henning. 

Mr. Hart is moving to Monmouth and 
will hereafter reside there. 


Stewart and Eckenrode 
Are Penn Mutual ‘39 Leaders 


George W. Stewart of the Holgar J. 
Johnson agency at Pittsburgh was the 
Penn Mutual Life’s leading producer 
of 1939 business in paid-for volume. 
He was also the leader for the year 1937. 
Mr. Stewart is 41 years old, and has 
been selling for the Penn Mutual during 
the past seven years. 

The No. 2 volume leader was Walter 
N. Hiller of the Stumes & Loeb agency 
at Chicago. 

The company’s leading producer by 
lives for 1939 was James B. Eckenrode, 
also of the Johnson agency at Pitts- 
burgh. The second man for lives was 
Everett C. Miller, who works out of the 
Eddleblute agency in Denver. 





Illinois Department Holds 
Hearing on War Clauses 


The Illinois department held a hear- 
ing at Springfield the purpose of which 
was to clarify ambiguities and inconsist- 
encies in the war clauses adopted or to 
be adopted by various life companies, to 
eliminate exclusions which would “un- 
reasonably or deceptively” affect the 
risk, and if possible to secure a uniform 
clause for Illinois. It is understood the 
department was not satisfied with the 
phrasing of the clause relieving the com- 
pany from liability for death due directly 
or indirectly to war causes. It is recog- 
nized that reputable life companies 
would not take advantage of the clause 
and interpret it literally so as to cause 
injustice to the assured and his bene- 
ficiaries, but it was felt the phraseology 
was so broad and all-inclusive that it 
could be taken to exclude a great deal 
more than the companies intended. 

Attending the hearing, which was a 
one day affair presided over for a part 
of the time by Insurance Director Pal- 
mer, were Bruce Shepherd, actuary As- 
sociation of Life Insurance Presidents; 
F. E. Huston, secretary-actuary Ameri- 
can Life Convention, and H. R. Gordon, 
executive secretary Health & Accident 
Underwriters Conference, representing 
the insurance organizations, and R. J. 


Wetterlund, associate general counsel 
Washington National; Russell Matthias 
of Ekern & Meyers, Chicago insurance 
law firm, and Ross E. Moyer, vice-presi- 
dent and actuary Continental Assurance 
and chairman A, L. C. war clause com- 
mittee. Other department men who sat 
in were: Ray .Haffner, actuary; Bruce 
Bathe, assistant actuary; Frank W. 
Young, special deputy, and H. F. Fultz, 
in charge of policy examining. 





Herman Shanks Is Leader 


Herman Shanks of St. Louis is the 
1939 leader in paid premiums and vol- 
ume for the Central States Life. His 
production last year was in excess of 
one-third of $1,000,000 and it was his 
most successful year with the company. 
The last three months his paid-for busi- 
ness was $186,500. Jeff Raley of Arkan- 
sas was second man. 





Discuss New York Legislation 


A discussion of recent New York leg- 
islation relative to unclaimed insurance 
proceeds featured the January meeting of 
the Home Office Life Club of the Twin 
Cities. James K. Honey, Northwestern 
National Life, led the discussion. John 
T. McRae, also of the Northwestern Na- 
tional, talked on FHA loans. E. M. 
Heum presided. 

















xk kK * 


TEAM 


Kk eR ®e & KR 


WORK 


and 


TEAM 


SPIRIT 


‘THERE is a fine balance of team work and team spirit between our 


home office and our field organization. It’s reflected in our records. It’s 


one of the reasons for our steady growth. In 1939 this combination 


worked toward the goal of four hundred million dollars in force—and 


passed it. For 1940 a new and higher goal has been set and it will be 


attained—because 1940 plans mark a new, high degree of progressive 


helpfulness between home office and field organization. 


EFFERSON STANDARD 


LIFE INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 


President 
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Savings Banks Seek 
Use of Surplus by 
Insurance Division 


ALBANY, Nw Y:. Nearly all of 
the departmental insurance bills in the 
New York legislature this year will be 
introduced through the Piper joint leg- 
islative committee for revision of insur- 
ance law. Since the enactment of the 
new insurance code this committee has 
been continued and has functioned ac- 
tively since the adjournment of the 1939 
legislature and will shortly present the 
amendments to the new code it and the 
department recommend. 

Savings banks favor 
ments to the savings bank insurance 
law which will induce more banks to 
participate. One of the principal amend- 
ments sought is to allow the use of 
surplus funds of the bank for initial 


certain amend- 


funds to commence business, rather than 
obtaining it from outside sources. Until 
the legislation proposed by this group 
has been introduced and studied, the 
attitude of the department and governor 
toward it cannot be determined. So far 
competition from savings bank insur- 
ance has not seriously affected life com- 
panies, but the companies will probably 
oppose any radical changes in the law 
which would lead the public to believe 
the assets of the savings banks are be- 
hind the life insurance departments. 

A bill has been introduced to permit 
judicial review of license suspensions of 
insurers by the insurance superintendent. 


New Bank Measure 

Another bill provides no savings bank 
doing a life insurance business, shall be 
assessed for any part of moneys paid to 
the state for expenses of insurance divi- 
sion until the bank has accumulated in 
its insurance department a surplus of 
not less than $20,000, or until five years 
have elapsed from time it received its 








Building Up On 
Social Security Benefits 


With social security benefits available during the dependency 
period and after age 65, a small amount of insurance goes 


far enough to encourage many families to maintain it who 


otherwise might not consider it worth the necessary sacrifice. 


The gap between the time when the youngest child reaches 
age 18, and the widow’s benefits cease, and age 65 when they 


are resumed again can be bridged over with a moderate 


amount of life insurance. 


If this insurance is not needed 


during this period, it may be used to increase old age benefits. 


Connecticut General men are well equipped to develop 


modest programs based on social security benefits. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


license from the state superintendent, 
whichever event happens sooner. 

A number of bills amending the old 
insurance law, as it existed prior to the 
enactment of the new insurance code, 
have been introduced. None of these 
bills are reported as they will all have 
to be redrafted to amend the new insur- 
ance law before the committees can act 
on them at all. 


Wants Injunction to 
Keep Girl Employes 
from Being Engaged 


The Northwestern Mutual Life has a 
rule so far as its women employes are 
concerned that if they get married, au- 
tomatically their relationship with the 
company ceases and they lose their posi- 
tions. Grant L. Hill, superintendent of 
agents, has a problem before him and he 
is seeking to find a solution, During 
the holidays he noticed that six girls in 
his department were wearing new en- 
gagement rings. He anticipated the fu- 
ture with some dismay because if the 
six married about the same time it 
would leave quite a gap in his depart- 
ment. On returning to the office after 
New Year’s Day he found six more girls 
wearing engagement rings, there being 
12 now on the list. Mr. Hill, therefore, 
is in a state of agitation endeavoring to 
discover some means to keep girls from 
getting engaged in groups. 





SALES SHORTS 


“When your prospect insists that 
$1,000 is all he can buy (yet you are 
reasonably sure he can take more), ask 
him if he has considered that $1,500 will 
give his family twice the protection that 
$1,000 will, and at only 1% times the 
cost. 

“You explain this paradoxical state- 
ment by pointing out that it usually 
takes about $500 to pay last illness and 
burial expenses and to clean up other 
debts. This leaves his family only $500. 

“On the other hand, a $1,500 policy 
would cover these expenses and give the 
family $1,000—double the amount.”— 
Fuller’s Monthly. 

* * Ox 

Everyone needs an objective as a goal, 
as a target, as a gauge of accomplish- 
ment. Set a quota for yourself—one 
that is worthy of you. If you make your 
quota, your quota will make you! 

i a. 





An agent’s earnings are closely re- 
lated to his ability to explain insurance 
in simple words so that the listener 
always understands exactly what he 
means. 





Raughley, New England 
former president of the 
Birmingham (Ala.) Association of Life 
Underwriters, has been appointed chair- 
man of a three-man board which will 
administer a new pension system for 
employes of Jefferson county in which 
Birmingham is located. 


Eugene A. 
Mutual Life, 





“Why I Bought Life Insurance,” by 
Cc. T. Davies, 8 copies $1. Order from 
National Underwriter. 


Hildebrand Northern 
Life K. C. Manager 


KANSAS CITY—Fred L. Hilde- 
brand, general agent here five years for 
the Illinois Bankers Life, has resigned 
to become branch manager of the Kan- 
sas City office of the Northern Lite of 





FRED L. HILDEBRAND 


Seattle, covering Kansas City and 
northwestern Missouri. 

Mr. Hildebrand, long a prominent 
figure in life and accident and health 
insurance here, succeeds A. S. Cart- 
wright, who, as supervisor of the cen- 
tral states division for the Northern 
Life, has been actively in charge of, the 
Kansas City agency for two years. Mr. 
Cartwright now goes to Wichita, Kan., 
where he will develop a Kansas agency. 

Mr. Hildebrand was with the Em- 
ployers Indemnity for seven years when 
it was a direct writer of accident and 
health, and then went with the Sentinel 
Life, which took over its accident and 
health business, as superintendent of 
agencies, a post he occupied three years. 
He became general agent of the Abra- 
ham Lincoln Life ten years ago. He 
has been a member ot the leaders’ club 
of the Illinois Bankers each year for 
five years; was president in 1937, and 
won the No. 1 prize for personal pro- 
duction in 1938. 

Offices of the Northern, now in the 
Dwight building, will be moved Feb. 1 
to 111 East Tenth street, on the ground 
floor, where it will be one of two life 
agencies in the city with a ground floor 
location. 





C. L. U. Dinner in St. Paul Jan. 25 


The St. Paul and Minneapolis C. L. U. 
chapter will sponsor a dinner in St. 
Paul Jan. 25 at which Ben S. McGiv- 
eran, Northwestern Mutual Life, Eau 
Claire, Wis., will speak. The dinner will 
follow the Minnesota State Association 
of Life Underwriters’ winter sales con- 
gress and all attending will be invited 
to the dinner. 





PRELIMINARY 1939 


LIFE TOTALS 





7-——New Paid Business——, 
9 4 


a Sse kee A 1 eee aa 
George Washington Life.... 


RENAE SRI: 5 co ain 10 010 «10''v.9- 8,4 ors 42,003,528 
Sroperial Life, N. C..«.. <0» 2,080,407 
eT Baal ot Se ee 101,479,633 
BEPGMIGOM TAO cccctesecvovs 27081,088 
PEUTIC BOO 0:6. 03606 0 500 8% 3,564,262 
Philadelphia Life .......... 5,309,5 
Provident Life & Acc...... 20,433,5607 
Provident Mutual Life...... 66,514,146 
POMANCO LATS oi6icisc ccceccces Dapbeaeen 
Se od ee ee 26,101,115 
United Life & Accident.... 4,699,517 


Union National Life........ 2,774,502 
West-Coast Life { 
Western Reserve, Texas.... 2,971,443 


7Excluding increases in group life policies after 





Chane in Ins. in Force 
939 


38 1938 
3,499,912 +255, 993 +1,854,940 
$ 1,893,179 +$ 195,981 —$ 715,206 
36,965,544 +17,438,819 +10,591,671 
2,203,428 +801,699 +773,047 
89,941,133 + 27,612,181 + 24,325,724 
3,135,260 —1,054,172 —3,162,214 
3,186,793 +1,290,587 +977,891 
5,519,924 +180,593 + 449,898 
15,895,4107 +15, 5,489,970 + 6,881,148 
73,207,497 + 9,143,330 +9,775,107 
53,578,444 +16,012,000 +15,412,534 
24,814,443 +7,899,776 +5,440,761 
4,763,495 +1,576,468 +1,570,157 
2,944,666 +1,056,237 +1,376,742 
16,204,807 +600,000 +1,167,902 
3,799,551 + 517,307 +1,231,203 
issue. 
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Peovile Complacent 
in Face of Threats 


President Craig of A. L. C. 
Warns Radicals Are on 
Move to Take Over 


America should be made safe for 
Americans and American ideals and in- 
stitutions, C. A. Craig, president Amer- 
ican Life Convention, and chairman Na- 
tional Life & Accident, declared in an 
interview while he was visiting the head- 
quarters office in Chicago. He agreed 
with President Roosevelt that the pres- 
ent improved general business condi- 
tions will continue well into 1940, unless 
there should be a sudden termination of 
the war in Europe, which he does not 
expect. 

There has been too much internation- 
alism in this country, Mr. Craig said. 
He urged sound thinking and a curb on 
the persistent efforts of those who would 
force upon the U. S. the ideologies of 
foreign nations. 


Opposes Too Great Centralization 


“We should not forget that the fed- 
eral government is the instrumentality 
of the people, deriving all of its powers 
from them alone,” Mr. Craig said. “The 
Jeffersonian principles of states’ rights 
must not be destroyed in the interest of 
too great a concentration of power in a 
centralized government, for if that 
should happen the people may some day 


find much of their present freedom gone’ 


beyond recall. And mind you, I fully 
realize there are certain matters that 
properly come within the powers of the 
tederal government. 

“The possibility of the complete de- 
struction of our system of independent 
states is not so remote as some believe, 
since there are many persons who by 
their actions have indicated they favor 
the federal government taking over the 
supervision, if not complete control, of 
all privately operated businesses that 
have to do with the social welfare of in- 
dividuals, such as life insurance, other 
forms of insurance, building and loan as- 
sociations and the like. 


Notes Flood of Propaganda 


“For many months we have been liv- 
ing ‘in an atmosphere of propaganda; 
propaganda based on lack of informa- 
tion; propaganda based on cupidity; 
propaganda apparently based on nothing 
more than a desire to tear down what 
the patriotic men and women of Amer- 
ica have built, since 1776. 

“It would be idle to say that this 
propaganda has had no effect. We in 
the life insurance business, for instance, 
know that it has created confusion, dis- 
content and a feeling of insecurity 
among some life insurance policyholders 
and prospects for new life insurance. In 
fact the enemies of life insurance have 
even seized upon the investigation being 
conducted by the Temporary National 
Economic Committee at Washington 
and used it as part of their propaganda 
material. It is unfortunate that the in- 
complete results of the TNEC probe 
have, to date, whether intended or other- 
wise, but added to the confusion. 

“Most of us will agree that construc- 
tive criticism has its proper place. We 
do not hold that life insurance is perfect 
and we want and welcome wholesome 
suggestions for improvement. But on 
the other hand, it cannot be denied that 
destructive criticism sometimes accom- 
plishes its purpose. 

“It is unfortunate that through all this 
propaganda intended to destroy Ameri- 
can ideals and American institutions, the 
native born and naturalized American 
citizens have been entirely too compla- 
cent, and for this reason, in my darker 
moments, I have had serious misgivings. 
They have, quite naturally, been indig- 
nant but their indignation has been of 
the righteous variety and not at all mili- 
tant. 


‘We insurance business 


in the life 





Carl Heye Jubilee 
Dinner Climaxes 


Guardian Campaign 


NEW YORK—AIl three branches of 
the operating forces of Guardian Life— 
directors, officers, and field representa- 
tives—joined at a dinner Thursday eve- 
ning in tribute to Chairman Carl Heye, 
commemorating his golden jubilee in the 
Guardian’s service. 

The dinner marked the climax of a 50- 





CARL HEYE 


day campaign for new business as a 
tribute to Mr. Heye. The campaign 
ran for the 50 working days between 
Oct. 2 and Dec. 1, with additional time 
being given until Dec. 28 in which to 
pay for business written during the 
period. 

A goal of 15 paid lives or $50,000 paid 
volume, secured within the 50-day pe- 
riod, was established for all agents and 
quotas of paid lives and paid volume 
were assigned all Guardian agents. 


Basis of Qualification 


Invitations to attend the dinner were 
earned by the field representatives pres- 
ent as a result of their personal agency 
production performances. In each of the 
four Guardian leaders club districts— 
eastern, southern, western, and New 
York City—opportunity to qualify for 
invitations was given both agents and 
managers on the following basis: 

The agent with the greatest number 
of lives paid for in excess of 15, the 
agent with the greatest paid volume in 
excess of $50,000, and the agent earn- 
ing the largest number of points credited 
for graph-estate sales (with a minimum 








have apparently felt that the record for 
service made by the companies through 
the years, in season and out, in dark days 
as well as bright days, in periods of great 
depression as well as in periods of great 
opportunities, in periods of great epi- 
demics as well as in normal periods, 
would bear such favorable testimony for 
the industry and the men who have ad- 
ministered its affairs that misstatements 
by those who serve their own purposes 
would have no weight with the men and 
women of America. But we forget the 
flickleness of public opinion which at all 
times is in a state of flux. 

“But we now realize that privately 
conducted life insurance today is under 
attack—and it is even directed at the 
largest companies which are wholly 
owned by their own policyholders.” 

The suggestion made by some for 
government “burial” insurance and Sen- 
ator Wagner’s proposed government an- 
nuities are but steps toward placing the 
government further in the field hereto- 
fore occupied by private capital, Mr. 
Craig said. 


paid volume of $50,000) qualified for in- 
vitations. 

Likewise in each of the four districts, 
the agency securing the greatest per- 
centage in excess of 100 percent of its 
assigned quota of paid lives and the 
agency securing the greatest percentage 
in excess of 100 percent of its assigned 
paid volume quota qualified its manager 
to attend. In order to be eligible, an 
agency was required to achieve 100 per- 
cent of both its lives and its volume 
quota. 

Individual agents winning the awards 
in their districts were: J. C. Gregsamer 
of Chicago; W. W. Grosser, Chicago; 
and Sam Baum, Jr., Kansas City; J. J. 
Sutton, Syracuse; R. K. Krise, Cleve- 
land; J. K. Biddle, Pittsburgh; B. W, 
Fane, Shreveport, La.; S. J. Brown, 
Jacksonville, Fla.; C. C. Yarrington, 
Fort Smith, Ark.; Hans Niemann, New 
York; J. J. Jerome, Sr., New York, and 
Langford Anderson, New York. 


Managers qualifying were: George 


Hoffman, Chicago; G. M. Stevens, Jr., 
Seattle; H. O. Snyder, Pittsburgh; J. J. 
Clinger, Cleveland; F. C. Brinkman, Jr., 
Shreveport; E. I. Taylor, Wheeling, 
W. Va.; and James Elton Bragg, New 
York. 

Mr. Gregsamer captured top honors 
among all agents when he led the en- 
tire field in number of paid lives, total 
paid volume, and number of graph-es- 
tate points earned. 

Top honors nationally among the 
agencies went to the Hoffman agency 
of Chicago, with 188 percent of its lives 
quota, and in volume, to Seattle, with 
170 percent. 

Although not eligible for awards on 
the basis of personal production, a num- 
ber of managers earned places among 
the leaders in this respect. Foremost 
among them were R. A. Trubey, Fargo, 
N. D.; Justin Fuller, Birmingham; G. 
M. Stevens, Jr., Seattle, and F. C. 
Brinkman, Jr., Shreveport. Manager 
Trubey topped all producers in number 
of paid lives with 69 to his credit. 








invest in it does double duty. 





To Have and To Hold 


The special Modernized Systematic Savings Plan featured 
by the Bankers National Life Insurance Company is not only 


a good investment—it’s good business, and every dollar YOU 


| This Modern Plan has all the advantages of low cost 
ordinary life in event of death... all the advantages of 
endowment forms in event of survival . . . cash withdrawals 
without policy loan interest any time after payment of second 
premium .. . guaranteed interest at the rate of 314% on 
savings . . . privilege of reducing premiums to ordinary life 
rate at any time without evidence of insurability . . . payment 
of face amount plus savings in event of death . . . payment 


of face amount at end of 25 years. 


Have you a difficult prospect who claims he can invest 
the difference between low cost and endowment forms and 
be ahead of the game in event of premature death? 
you explained the difficulties of saving sums regularly .. . 
of putting new principal and earnings to work earning in- 


terest at once, of avoiding losses over so long a period? 


Tell him that you can do this for him, and in the event of 
death pay his beneficiaries both his life insurance and savings 
accounts. Tell him the plan is also available to children ages 
1 day to 1414 years for educational and protection purposes, 
with or without waiver of premium benefit on the parent. 
Would he be interested? . . . Think it over. 
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RECOGNITION 


All General Agency appoint- 
ments go to Liberty National 
representatives of proven merit. 
This is another way in which 
an “agency minded” Home 
Office seeks to aid field men 


to higher earnings. 


ORD 
LIBERTY NATIONAL LIFE 


INSURANCE COMPANY 


BIRMINGHAM ALABAMA 


FRANK P. SAMFORD, President 


























Over 1,000 licensed re- 
presentatives sell Reliance 


Policies in 25 states and 


the District of Columbia. 





RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 


MORE THAN $470,000,000 OF 
LIFE INSURANCE IN FORCE 





THOMAS M. SCOTT HONORED 








Left to right: J. H. Reese, T. M. Scott, John A, Stevenson, E. L. Reiley 


Thomas M. Scott of the Penn Mu- 
tual Life’s Philadelphia agency has com- 
pleted eight years of membership in the 
Leaders Club. Eight years happens to 
be the entire life of that club, but Mr. 
Scott has just completed ten years— 
120 consecutive months of at least $20,- 
000 volume each month—of membership 
in the Philadelphia agency’s Leaders 
Club, which is two years older than the 
company’s club. In both instances, Mr. 
Scott has established a record unparal- 
leled in the company. He is a former 
chairman of the Million Dollar Round 
Table. The agency’s Leaders Club gave 
Mr. Scott a luncheon Jan. 15. Co-man- 
agers E. L. Reiley and J. H. Reese pre- 


sented him an engraved silver member- 
ship card, making him a life member 
of the club. 

The agency’s Leaders Club was or- 
ganized in January, 1930, by John A. 
Stevenson, then manager. Now presi- 
dent of the company, Mr. Stevenson 
spoke at the luncheon in appreciation 
of the ten-year record, and pointed out 
that in the decade Mr. Scott had in- 
sured 947 persons for a total volume 
of $11,770,523, with premiums in ex- 
cess of $950,000. 

Joseph H. Reese, who presided at the 
luncheon, announced that S. F. Tran- 
sue was the leading producer of 1939 
for the Philadelphia agency. 








Parkinson Hits Delegation by Congress 
of Power to Irresponsible Subordinates 


President T. I. Parkinson of Equitable 
Society, in addressing the meeting of the 
Commercial Club of Chicago Monday 
evening, charged that the motive of 
those who are pushing the monopoly in- 
vestigation of life insurance, is to get 
control of that business. 

“We who manage these funds would 
not be so concerned about the investi- 
gation,” Mr. Parkinson asserted, “if we 
believed its purpose was constructive, 
but we know it isn’t. We know that its 
purpose is to cover a fading treasury. 
We know it is the purpose to get more 
of our funds in the government.” 

The speaker condemned the delegation 
of. inquisitorial powers of Congress to 
“irresponsible subordinates.” Their 
only purpose, he alleged, is “to accumu- 
late something which is generally known 
as: dirt.” 


Must Resort to Ballot 


Mr. Parkinson said that the trend 
toward federal control of business can 
be stopped only through the individual 
use of the ballots to repudiate those who 
are promoting the endeavor. 

Mr. Parkinson condemned the pro- 
posal of Senator Wagner of New York 
to sell government annuities at 30 per- 
cent below the cost in private compa- 
nies. He referred to the statement by 
Wagener that the insurance companies 
are not greatly interested in annuities 
that produce an income of $100 and less 
a month. As a matter of fact, Mr. Park- 





inson said, 92 percent of the annuities 
are for less than $100 a month. 

The public policy of low interest rate 
has cost the policyholders more than all 
of the savings on overhead which they 
have been able to make, he asserted. The 
cost in the Equitable alone has been 
some $25,000,000 a year, he declared. 





Aetna Life Hospitalization Plan 

The Aetna Life companies have an- 
nounced to their employes throughout 
the country that a group hospitalization 
plan has been made available for them. 
An effort is being made to sign up 75 
percent of the employes. The plan pro- 
vides for 31 days of hospitalization on 
account of any one disability, surgical 
benefits up to $150 and miscellaneous 
medical expenses up to $25. 

For those earning $1,000 and _ less, 
there is a limit of $4 per day and the 
premium is 75 cents per month for a 
single individual and $1.65 if depend- 
ents are included. The dependents who 
may be covered are the spouse and un- 
married children ages three months to 
18 years, residing in the same household. 
If the dependents are covered, all eligible 
dependents must be covered. 

For those earning $1,000 to $3,000, 
benefits are $5 a day, the individual pre- 
mium is $1 per month and the premium 
with dependents is $2.12. For those 
earning $3,000 or more, the coverage is 
$6 and the premium is $1.25, individual, 
and $2.60, dependents. 
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SEC Proliéés Stir Up Hornets Nest 


(CONTINUED FROM PAGE 1) 





Colonel Robbins said: “Are you kid- 
ding?” But Blomquist persisted and a 
stormy session ensued. Blomquist 
threatened to secure a subpoena, but to 
date one has not appeared. In Wash- 
ington, Gerhard Gesell, who heads coun- 
sel for TNEC in the life insurance probe, 
said the story of the Chicago incident 
was only partially true “and much ex- 
aggerated.” However, there were many 
witnesses to the interview with Colonel 
Robbins who easily heard every word 
that was said through closed doors. 
Mr. Gesell said he “could always ask 
the monopoly committee to issue sub- 
poenas for any documents that we feel 
we really need.” 

Blomquist and Greaney left the A.L.C. 
headquarters and called upon various 
state vice-presidents making the same 
demand. In a number of instances they 
were given copies of the vice-presidents’ 
letters sent to congressmen, these con- 
taining nothing out of which SEC rea- 
sonably could make capital. So far as 
is known, no copies of congressmen’s 
letters were furnished. G. W. Stein- 
man, president Midland Mutual Life, 
and Richard Boissard, vice-president 
and actuary National Guardian Life, 
were approached before receipt of com- 
munications sent to state vice-presidents 
by Colonel Robbins urging that corre- 
spondence be surrendered only with 
written consent of the writers. Photo- 
static copies of their letters to congress- 
men were secured, but nothing more. 


TNEC Members Are Aroused 


Congressional members of TNEC said 
SEC complained that A.L.C. officials 
had been writing to congressmen and 
forwarding what SEC considered to be 
propaganda against federal regulation 
of insurance. They said, however, that 
insurance officials properly could write 
to their congressmen under their consti- 
tutional rights of petition, presenting 
such arguments as they desired against 
this proposed regulation. They added 
that SEC had no authority to threaten 
an insurance organization with a sub- 
poena and said they would not grant 
one. 

This view also was taken by Senator 
: C. O’Mahoney of Wyoming chairman 

TNEC. “This is the first word I 
ll had that agents of the SEC have 
threatened to use subpoenas to seize 
correspondence that insurance people 
have had with members of Congress on 
the subject of federal investigation,” he 
said at his home in Cheyenne, Wyo. “I 
know that the committee had not au- 
thorized any subpoenas before I left 


Washington, and I am convinced that it 
will not do so. I know that I person- 
ally oppose any such step. 

“Any citizen of the United States has 
a perfect right to address a letter to his 
congressman and present his views in 
any form he may see fit on any subject 
that may concern him. That is a consti- 
tutional right.” 

Representative B. C. Reece of Tennes- 
see, who is in charge of issuance of sub- 
poenas in the absence of Chairman 
O’Mahoney, expressed a similar view. 
He said no subpoena had been issued, 
and while refusing to discuss the SEC 
threat against the A.L.C., made it clear 
he would not approve such a subpoena. 

Chairman O’Mahoney returned to 
Washington early this week and the 
hearings before TNEC of evidence se- 
cured by SEC investigators in the in- 
surance probe are expected to be re- 
sumed Jan. 29. 

Blomquist had experience in snooping 
as a paid investigator of the lobby com- 
mittee under former Senator H. L. 
Black, now U. S. Supreme Court jus- 
tice. 


Militant Stand Adopted 


Colonel Robbins was loath to com- 
ment on this latest move of SEC, al- 
though it was plain to be seen that this 
overt act to violate constitutional rights 
was being met courageously and mili- 
tantly. 

Heretofore, the life companies and 
their organizations have handled the 
SEC inquisition and the investigators 
with kid gloves, preferring not to preci- 
pitate unpleasantness and perhaps an 
open break out of which capital could be 
made at the expense of the companies. 
They have hesitated to deny the prob- 
ers access to records and correspond- 
ence, fearing that to do so would be to 
lay themselves open to the charge there 
was something to conceal. For the 
same reason they answered at great ex- 
pense the voluminous questionnaires 
sent out by SEC although these strayed 
far over the line of the inquiry as at 
first set forth. 


Makes Friends for Life Insurance 


The incident at Chicago is believed to 
have gained many allies in Congress for 
life insurance against radicals who are 
seeking to take it over in the name of 
the government. 

Colonel Robbins related the events in 
the A.L.C. office. 
manner of the two investigators was 
“arrogant.” “I explained that these let- 
ters were from members of Congress— 


He said the tone and ° 


expressing their views in confidence to 
their constituents about the question of 
the New Dealers’ plan to have the fed- 
eral government take over the regula- 
tion and control of life insurance com- 
panies,” he said. 

said that they were free to look 
through any other files or papers in the 
office, but that they could not see these 
letters from the members of Congress 
unless the writers authorized me to 
show them. Blomquist said he wanted 
to see them anyway, and that he would 
obtain a subpoena if necessary to get 
them. 


Robbins Relates Incident 


“IT told them when they persisted in 
their demand that they could go to 
Hades—only I didn’t use that word. I 
told the investigators that their demand 
was beyond the power of the TNEC to 
enforce, as a matter of law, and that 
constitutional rights were involved 
which would have to be tested in the 
federal courts, if they persisted in their 
demands. 

“If necessary, I informed them, the 
issue would be carried to the Supreme 
Court of the United States. 

“The TNEC is stirring up a hornets’ 
nest in this matter, I told the investiga- 
tors, and the reaction from this move of 
the committee is likely to prove fatal to 
its plan of federal regulation of life in- 
surance. 

“It is certain that the congressmen 
whose letters have been demanded by 
the committee’s sleuths are not going to 
be pleased with the order. They are 
more likely to be enraged at such an 
invasion of their personal rights. 


Plan to Carry on Fight 


“We are not going to take any action 
at present. We are standing pat. If a 
subpoena duces tecum is issued for 
these letters, the entire matter will be 
laid before our board of directors by 
President C. A. Craig. I believe that 
they will not hesitate to defy the TNEC 
on this subject and that they will take 
the matter into the United States courts 
by way of an injunction proceeding.” 


BACKS ROBBINS STAND 


Hugh D. Hart, vice-president of the 
American Federation of Investors, with 
head office at 35 Wacker drive, Chicago, 
sends to the press a copy of a letter 
that Hugh S. Magill, president, sent to 
Colonel Robbins after he read about the 
probers demanding that he turn over to 
them private and confidential correspon- 
dence with Congressmen. Mr. Magill 
said that he went through a similar 
experience five years ago when inves- 
tigators of the Black committee came to 
the office of the American Federation 
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of Investors and demanded that he turn 
over all private and confidential corre- 


spondence. He had given the investi- 
eators free access to the books but he 
insisted that their demands were unrea- 
sonable and violated a specific provision 
of the bill of rights of the federal con- 
stitution. Mr. Magill said that these 
governmental investigators left declaring 
that he would be put in jail if he did 
not obey their demands. An attorney 
was secured to fight in defense of the 
constitutional rights but the investiga- 
tors finally decided to drop the matter. 


Further Comment Is Made 


President Magill further says in his 
letter to Colonel Robbins: ; 

“T appreciate from personal experience 
the situation in which you are placed, 
and I glory in your courage and your 
resistance to the unconstitutional de- 
mands of these governmental ‘snoopers.’ 
Thank God, such policies, so universally 
followed in Russia, are not yet operating 
in America without resistance on the 
part of liberty-loving people. 

“But why this investigation of one 
of our greatest and most stable Amer- 
ican institutions, that of life insurance. 
Why this studied attempt to throw sus- 
picion on the management of this great 
private enterprise with its 65 million 
policyholders and with assets of 28 bil- 
lion dollars belonging to these policy- 
holders? ; 

“Ts this an attempt to destroy or bring 
under bureaucratic and political control 
this great institution which has success- 
fully weathered the storms of economic 
depression and stands today as a mighty 
tower of strength and stability in sup- 
port of the precious economic safeguards 
of our American homes? Can it be that 
back of this movement is a sinister pur- 
pose to get control of the 28 billion 
dollars of assets belonging to the 65,- 
000,000 policyholders? Every life insur- 
ance policyholder, in fact every American 
citizen should vigorously resist this 
evident attempt at bureaucratic and 
political control of this great private 


institution erected for the protection of 
our homes, our loved ones, and the 
establishment of sound social security 
for independent, self-supporting Amer- 
ican citizens.” 

Vice-president Hart will be remem- 
bered as a former life insurance man 
who was prominent 1n company and 
agency ranks some years ago. 


NO CONTROVERSY IN N. Y. 

NEW YORK-—SEC investigators re- 
quested and obtained considerable ma- 
terial from the files of the Life Presi- 
dents Association and the National As- 
sociation of Life Underwriters about a 
year ago but none of the material that 
was asked for was of such a character 
that the officials of either organization 
questioned the propriety of giving the 
investigators a free hand. 

In general, when the investigators 
were starting their work, the attitude 
among associations and home offices 
was one of cooperation. Even those 
who were inclined to be cynical about 
the benign assurances of those in charge 
of the survey went on the assumption 
that they might as well cooperate since 
standing too strictly on their consti- 
tutional rights would give an erroneous 
impression of having something to hide. 


WILL ISSUE STATEMENT 


WASHINGTON, D. C.—A _ formal 
statement, explaining the Chicago situ- 
ation arising out of alleged attempts of 
a SEC investigator to force the submis- 
sion of private correspondence in the 
files of officers of the American Life 
Convention, will be issued “in a few 
days,” it was made known this week by 
executives of the TNEC. ; 

Reportedly causing great concern in 
insurance circles, officials of both the 
TNEC and the SEC agreed that stories 
of the matter had been “grossly exagger- 
ated,” but refused further to discuss the 
situation. Te 

The TNEC insurance investigation is 
now tentatively set to open Jan. 29 or 
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RALPH H. HOBART 


The Hobart & Oates general agency 
of the Northwestern Mutual Life in Chi- 
cago is the largest of its 85 agencies in 
insurance in force. Last year it went 
from second to first place in total pro- 





J. F. OATES 


duction. It was third in number of lives 
insured. B. J. Stumm, general agent 
Aurora, Ill., secured first place in num- 
ber of lives, and Cameron & Carroll of 
Oshkosh, Wis., were second. 








Feb. 5, by Gerhard Gesell, SEC attor- 
ney acting as committee counsel. Other 
than to say that the matter has been 
“grossly exaggerated,” he refused to dis- 
cuss the situation at all. He did point 
out, however, that the SEC is without 
power of subpoena in cases of this na- 
ture, which are not part of its regular 
work under the statutes which it ad- 
ministers. 

Senator O’Mahoney, chairman of the 
TNEC likewise refused to talk, main- 
taining the attitude he has consistently 
held of not discussing the activities of 
his committee. Other members of the 
committee either had nothing to say or 
professed ignorance of the details of the 
matter, but J. R. Brackett, executive 
secretary, said that subpoenas had “not 
even been requested” and disclosed that 
within a few days the committee would 
officially air the whole situation. 

So far as the use of subpoenas to se- 
cure documents desired by the com- 
mittee is concerned, Mr. Brackett 
pointed out, that is the normal proce- 


“dure by which they are secured. Docu- 


ments submitted to the committee under 
such orders have frequently included the 
private correspondence of company ex- 
ecutives under examination. 

Although officials connected with the 
agencies involved refused to divulge any 
details, it was apparent that the whole 
situation has been thoroughly examined, 
and that the statement which the com- 
mittee proposes to issue will be based 
on a review of all of the circumstances. 


Future of TNEC 
Probe Uncertain 


(CONTINUED FROM PAGE 6) 


one. Lack of more ample funds has lim- 
ited the SEC’s insurance study to old 
line life companies. Otherwise it would 
have taken in fire, casualty and surety 
and the fraternals. 

The President’s budget message con- 
tained no recommendation for an appro- 
priation for the TNEC’s continuance and 
the present congress has indicated itself 
to be decidedly economically minded. 
However, the congressional members 
took the play away from the president 
when the TNEC was first formed, so it 
would not be surprising if congress con- 
siders the TNEC so much its “baby” 
that it makes adequate financial provi- 
sion for it. 

In addition to the appropriation angle, 
it is possible that the committee may 








want to shift the emphasis from life in- 
surance to something else. Right now it 
would be impossible to cite reasons for 
believing the insurance inquiry will be 
dropped after the approaching hearings 
end without being confronted by equally 
convincing reports for believing it will 
continue. 

It is understood that the investment 
report which the SEC plans to introduce 
the second day of the investment hear- 
ing will consist almost entirely of tabu- 
lations of answers received from the vol- 
uminous investment questionnaire sent 
out about a year ago. Very little of the 
material will be in the form of comment 
or conclusions, it is said. 


Comparison on Savings 
Bank Dividends Return 


(CONTINUED FROM PAGE 4) 


It is anticipated that the savings bank 
insurance people will object to the com- 
parison on the ground that it does not 
take into account the banks’ payment 
of full reserve after six months, without 
surrender charge, also that the Provi- 
dent Mutual’s first year dividend is con- 
ditioned on payment of full second 
year’s premium. On the other hand, in- 
surance men are criticising the banks’ 
publication of their dividend as “four 
percent,’ contending that a percentage 
figure is misleading to the public and 
particularly to savings bank depositors, 
who are accustomed to think of percent- 
ages in terms of pure interest return, 
whereas mortality and expense margins 
also contribute to life insurance divi- 
dends, interest being relatively unim- 
portant in early policy years. 








Holleman’s Agency Winner 


V. W. Holleman’s Home Life of New 
York agency in the District of Colum- 
bia has been awarded the company’s 
consistent producers plaque for perma- 
nent keeping. The Holleman agency, 
during the last three-quarters of 1939, 
had the best record of consistent pro- 
duction, by agents under contract, of 
all company agencies. The agency’s 
new paid production was in excess of 
$2,000,000; an approximate increase of 
30 percent over 1938 new paid business. 
Incidentally, Mr. Holleman’s agency had 
a $315,000 month in December, 1939, al- 
most twice the agency’s production in 
the good contract change month of De- 
cember, 1938. 
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Analyzes Income 
of the Siegels 





(CONTINUED FROM PAGE 3) 


between this total and the $98,000 figure 
given by Mr. Siegel. 

Mr. Hirst also finds it strange that, 
since the witness testified there were 
52 people working in his office and as 
it is well known that the business is 
conducted in a high price office building, 
the data contained nothing for rent. 
Neither did the data contain anything 
for postage, printing, stationery and of- 
fice supplies, Mr. Hirst comments, nor 
for telephone service. He points out 
that even if there were hardly any out- 
going calls it would cost money to take 
care of incoming calls and that it is 
hard to imagine that the total telephone 
expense would be less than $1,200 a 
year. It is inconceivable, Mr. Hirst 
says, that the item “approximately 
$2,500 miscellaneous expenses” in Mr. 
Siegel’s TNEC testimony could cover 
rent, printing, stationery, postage and 
telephone. 

_Attempting to match up Mr, Siegel’s 

NEC testimony that his 1938 payroll, 
pacha Be of himself and his brother, was 
$18,000 and that “in normal times” the 
staff numbers 52 including the two part- 
ners, Mr. Hirst divides the $18,000 pay- 
roll by 50 (the staff exclusive of the 
partners), the answer being $360 per 
year or a little less than $7 per week 
per employe. 


Average $7 a Week 


According to his sworn testimony the 
average pay of all the employes includ- 
ing the office manager, members of the 
publicity staff, the actuarial division, the 
planning division, the legal division and 
the supervisors is $7 per week,’ Mr. 
Hirst comments. “If we assume that 
the higher functionaries of the organ- 
ization are paid living wages, we must 
also assume that the _ receptionists, 


clerks, and stenographers contribute 
their services gratis!) We must con- 
clude that either the ‘organization has 
not, as claimed, 52 employes, or that 
its payroll is a multiple of the amount 
stated by the witness.” 

Mr. Hirst also criticizes Mr. Siegel’s 
apparent assumption that premium re- 
ductions and cash refunds obtained for 
clients are necessarily an index of work 
in the customers’ interest. A bulletin 
board showing these figures was intro- 
duced in Mr. Siegel’s TNEC testimony, 
its caption being, “What We Have 
Done For Our Clients.” Mr. Hirst 
points out that both cash surrenders and 
premium reductions may upon closer 
scrutiny turn out to have been a very 
expensive proposition for the policy- 
holders. 


Restates Earlier Point 


The article contains a restatement of 
the point Mr, Hirst made before the 
Piper committee: 30,000 cases a year 
means 2,500 a month or 100 cases per 
day, assuming 25 business days each 
month. Therefore each of the three 
planners must each day dispose of 35 
cases. Assuming an 8 hour working 
day, Mr. Hirst points out that the max- 
imum time a planner can give to a fam- 
ily’s case is 15 minutes, assuming that 
he works incessantly during business 
hours. 

Mr. Siegel has objected to the latter 
point, stating that since the 30,000 cases 
include those which were not serviced 
and which were not handled by the three 
planners, it is inaccurate to include more 
than the accepted cases in computing 
the average time per case spent by the 
planners. He says that on the basis of 
accepted cases each planner spends an 
average of half an hour per case, which 
he contends is ample for the typical 
case. ; 

Mr. Siegel said that he was out of 
town when the “bulletin” was published 
and that he wanted to study the article 
before answering the points Mr. Hirst 
raised. 








Protective Life Agents Win 
The Rewards of Quality 


—a larger income from both first year and 
renewal commissions 


—more prestige through contacts with 
higher income groups 


—high standing in their home communities 
® 


“A quality Company with quality agents writing 
quality business on quality people.” ‘ 


Sill 


LIFE INSURANCE ©. 
William J. Rushton, President 
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Monthly Schedule 
for Agents’ Exams 


(CONTINUED FROM PAGE 4) 


of life insurance and annuities, classifi- 
cation of business by lines of insurance 
(ordinary, industrial, group, and annui- 
ties); types of legal reserve life insur- 
ance companies, basic factors of life 
insurance: mortality tables, reserves, ex- 
pense loading, including an elementary 
knowledge of what a mortality table is, 
the purpose of the reserves, interest as- 
sumptions, and loading or expense fac- 
tors, also the derivation of net and gross 
premiums. 


Types of Policies 


Applicants are expected to be familiar 
with the various forms of life insurance 
policies—ordinary life, limited payment, 
endowments, term, retirement plans. In 
connection with participating insurance 
they are expected to know the sources 
of dividends and the application of divi- 
dend options. Prospective agents will 
be examined on the various non-fortei- 
ture provisions, the policy contract, in- 
cluding beneficiary provisions, insurable 
interest, incontestability, misstatement of 
age, suicide, reinstatement, grace period, 
effective date of policy, loan provisions, 
and surrender charges. 

Each of the settiement options, as well 
as double indemnity, disability, the vari- 
ous forms of annuities, and the exemp- 
tion of annuity benefits from creditors’ 
claims may be the subject of examina- 
tion questions. 


Uses of Insurance 


The second section of the syllabus 
deals with the uses of life insurance— 
capitalization of human life value and in- 
demnification of that value; social sig- 
nificance of life insurance; personal or 
family application, including cash funds, 
income for family, educational insurance, 
mortgage insurance, bequest insurance, 
retirement income, and emergency val- 
ues. Applicants are supposed to have 
an elementary understanding of busi- 
ness insurance, including key man cover- 
age, liquidation of a deceased partner's 
interest in a partnership, stock purchase 
insurance for corporations, and use of 
insurance for creditors’ protection. 

The third section goes into detail as 
to the agent’s duties and responsibilities. 
It covers misrepresentations and incom- 
plete comparisons, rebating, twisting, au- 
thority of the agent and his liability for 
exceeding his authority; trusteeship of 
moneys collected by agents; necessity 
for proper state licensing of agents; 
agents’ responsibility ethically and pro- 
fessionally to the company and policy- 
holders as well as to the state. 


Must Know Law 


The syllabus states that applicants for 
licenses should be prepared to answer 
questions based on the following sec- 
tions of the insurance law: sections 5, 
97, 110, 112, 113, 114, 117, 125, 126, 127, 
142, 145, 146, 147, 149, 150, 155, 156, 157, 
158, 159, 160, 161, 166, and 209. They 
are also to be familiar with sections 
1199, 1204, and 1354 of the penal law 
and with section 15 of the personal prop- 
erty law, which covers exemption of in- 
stallment income from creditors of 
beneficiaries. 





Iowa Benefit Head Arrested 


COUNCIL BLUFFS, IA—Mrs. Ina 
G. W. Tyler, former president of the 
lowa Benefit Association of Council 
Bluffs, was afrested at Phoenix, Ariz., 
on a conspiracy indictment returned by 
the grand jury here. Ouster proceedings 
have been brought against the Iowa 
Benefit and four other similar outfits. 
Three of them have been denied the use 
of the mails by the postoffice depart- 
ment. 

Mrs. Tyler was charged in the indict- 
ment with conspiring to commit a felony 
by obtaining money and other property 
contrary to law, with intent to defraud. 
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Bankerslife President Gerard S. Nollen 
wears the 314 peck sombrero—heady inci- 
dent of recent 7 4 million production honor- 
ing Vice-President Jaeger and himself. 





Bankerslife Secretary B. N. Mills smiles 
his pleasure at a few of the many hundreds 
of greetings ‘‘showered™ upon him by 
Bankerslife salesmen—and friends throu 
out the life insurance world—on December 
— 25th_Anniversary with Bankers- 
ife. 





Latest phot 
Home Office Building, in Des Moines, No. I 
of nation’s outstanding building peeene 
according to Engineering New: alate 
Dedication of new building scheduled = 
early Spring. 


raph of Bankerslife new 
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—— nd TNEC 
Viewed by Lawyers 
in New Jersey Meet 


NEWARK—Life insurance problems 
were discussed at the New Jersey State 
Bar Association’s “Institute on Life In- 
surance Law” here. 

Samuel J. Foosaner, insurance and 
estate attorney of Newark, discussed 
Tax Problems in Life Insurance.” After 
reviewing the question of income taxes 
with regard to life insurance proceeds, 
where insurance policies are-assigned, he 
pointed out that there are many cases in 
which assignments are effected in which 
the parties concerned unknowingly re- 
move the “proceeds to be” from the 
exempt class. The unstudied negotia- 
tion of insurance policy assignments, the 
speaker said, is a most hazardous prac- 
tice. There are opportunities to effect 
tax savings and much can be done by 
the alert taxpayer to his distinct finan- 
cial advantage. 

Size and Wealth Chief Criticism 


In speaking of the Temporary Na- 
tional Economic Committee created by 
Congress on recommendation of Presi- 
dent Roosevelt, Louis J. Cohen, assist- 
ant attorney general and counsel to the 
New Jersey banking and insurance de- 
partment, stated that “the trend of the 
committee’s investigation leads to the 
conclusion that the chief criticism di- 
rected against the large companies is 
their size and their wealth. It seems to 
be the thought that some centralization 
through federalization or otherwise is 
essential. Federalization has been at- 
tempted in connection with the banking 
system and has not proved a guaranty 
against failures. War risk insurance was 
more or less successful but with no 
guaranty against lapsation of policies. 
Until advantages not now apparent are 
made to appear for federalization, there 
is no reason why the existing system 
which has proved eminently successful 
should be disturbed. 


Too Early to Appraise Efforts 


“It is as yet, perhaps, too early to 
attempt an appraisal of the value of the 
committee’s efforts in respect to life 
insurance companies. Nothing has been 
brought to light to cast any reflection 
upon the honesty, integrity, or even the 
business acumen of the individuals who 
have controlled the affairs of such com- 
panies during the trying days of the 
past decade, and even before. It is to 
the everlasting credit of the existing sys- 
tems that losses to policyholders and 
beneficiaries of life policies have been 
negligible in proportion to the yast sum 
invested. No other class of institutions 
even remotely approaches the record 
established.” 

In conclusion, Mr. Cohen stated that 
he did not mean to imply that life in- 
surance administration had attained per- 
fection, but he was convinced that it is 
fundamentally sound and requires no 
drastic changes, either in supervision or 
personnel. 

Carroll M. Shanks, vice-president and 
general solicitor of the Prudential spoke 
on “The Outlook for Life Insurance Re- 
gulations.” He viewed the monopoly 
investigation, federal regulation of life 
insurance and trends of state legislation. 


Marshal Agency the Leader 


After having led the entire field force 
of the Bankers Life of Nebraska in 
agency production for 10 months out of 
12, the V. A. Marshall agency of Fair- 
bury, Neb. finished the year consider- 
ably ahead of all other agencies to claim 
the honor. Second place was taken by 
the R. R. Burtner agency of Harrisburg, 
Pa. and third place went to the E. F. 
Goodrich agency of Topeka, Kan. This 
is the second consecutive year that the 
Marshall agency has led the Bankers 





Life organization in agency production. 

The leading personal producer for the 
company in 1939 was W. H. McCaig, 
F. Goodrich agency. 
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Unique a Made by 
Woman Claims Executive 

















THELMA BULTMAN 


Women have played an increasingly 
important part in the business of life in- 
surance during the past 25 years. Some of 
the most outstanding agents are women 
and there are others who occupy high 
executive positions in life companies. 
Unique among these is Miss Thelma 
Bultman, who is manager of the claim 
and inspection department at the home 
office of the Jefferson Standard at 
Greensboro, N. C., perhaps the only 
woman who holds such a position. 


Started in Actuarial Department 


She organized this department after 
she had been working in the actuarial de- 
partment for about a year and eventually 
assumed active management of it. This 
department handles not only the pay- 
ment of all death and disability claims, 
installment settlements under death 
claims and annuity payments, but also 
handles all the investigations connected 
with such claims. 

Miss Bultman is a native of Greens- 
boro. She disclaims any special ability, 
but says she inherited her family’s lean- 
ing toward mathematics. She ht sca 
in that subject in high school and college 
which latter course she completed in 
three years. Upon her graduation she 
received a letter from the George Wash- 
ington Life of Charleston, W. Va., offer- 
ing her a position in the actuarial de- 
partment. She discovered later that the 
president of the George Washington 
Life had written to the head of her col- 
lege, asking for the names of promising 
students and hers was submitted. It was 
not her intention to enter the business 
world at that time and she turned down 
the offer. She spent the following year 
in New York City where she studied at 
Columbia for her M. A. degree in math- 
ematics, and took some courses in busi- 
ness law. 


Went With the George Washington 


Miss Bultman returned to her home 
at Greensboro in the summer with the 
intention of resuming her studies in New 
York the following fall. However, two 
or three days prior to her departure for 
New York, she received another letter 
from the George Washington Life re- 
newing the offer of a position in the ac- 
tuarial department and she decided to ac- 
cept it. She remained with that com- 
pany for a year during which time she 
advanced rapidly in her work. When 
she was Offered a position of a similar 
nature with the Jefferson Standard, Miss 
Bultman returned to Greensboro and 
took up her work with that company. 

She is recognized as one of the keen- 
est claims managers in the International 
Claim Association and attends all its 
meetings. She also takes an active in- 
terest in the development of investiga- 


Veith & Lowenstein Hanson Appointed 


Annual Gathering 


Veith & Lowenstein, general agents 
of the Massachusetts Mutual in St. 
Louis were hosts at their annual agency 
banquet to approximately 100, includ- 
ing many distinguished guests as well 
as the entire St. Louis organization. 

Special guests present were: Vice- 
president J. C. Behan, vice-president C. 
O. Fischer, Judge Ray B. Lucas, super- 
intendent of insurance of Missouri; Dr. 
W. F. Gephart, vice-president First Na- 
tional Bank of St. Louis; W. S. Smith, 


general agent at Louisville; C. H. Poin- 
dexter, president General Agents & 
Managers Association of St. Louis; 
Fred Rench, president St. Louis Life 
Underwriters Association. 

In the principal address, Mr. Fischer 


brought greetings from the home office 
and outlined what he felt 1940 held for 
the life insurance business. He said: 
“The agent who knows his business and 
who conscientiously endeavors to earn 
adequate income through intelligently 
selling and servicing his clientele need 
have no misgivings that he will succeed 
in getting his share of business.” 

Mr. Behan closed the meeting with a 
fine talk interspersed with many stories 
for which he is so well noted. 

Judge Lucas gave a most encourag- 
ing address in which he outlined what 
his department is doing to improve the 
insurance situation in Missouri in co- 
operation with life insurance. 

Special awards for outstanding ac- 
complishment during 1939 were pre- 
sented to R. J. Portnoy, leader in pro- 
duction; Max A. Wilten, who finished 
second; and John O’Connor, who com- 
pleted his 338th week of consecutive 
production on Dec. 30. 





Cleary Optimistic for 1940 
in Minnesota Address 


ST. PAUL—Every well-managed life 
insurance company enters the 1940 
decade with strength intact and the 
capacity to serve at an all-time high, 
said M. J. Cleary, president Northwest- 
ern Mutual Life, ‘at the annual meeting 
the company’s Minnesota agents in 

Paul. 

tethers is no justification for lack of 
confidence on the part of men and 
women engaged in the life insurance 
business,” he added. 

Mr. Cleary said he was not disturbed 
by recent developments at Washington 
and does not fear government invasion 
of the life insurance field. He added 
that the “sound horse sense” of the 
American people will not permit the 
elimination of the agency system or the 
scrapping of a business that has served 
the public so well through the strain 
and stress of the early 1930s. 

Mr. Cleary said that he believes the 
business upswing that began last fall is 
normal and will persist. 


Hint Ontario Annuity Tax 


TORONTO—Amendment of the in- 
come tax act to make life insurance an- 
nuities taxable, in line with the tax 
changes forecast for enactment at 
Ottawa’s first wartime session, was 
hinted by Premier Hepburn in a de- 
bate. “We follow the Dominion gov- 
ernment fairly closely on taxing legis- 
lation,” he said, “and will probably do 
the same.” 


Miss Partridge Speaks in Md. 

Miss Frances D. Partridge, secretary 
Woman’s Benefit, Port Huron, Mich., 
and president National Fraternal Con- 
gress, will be one of the _ principal 
speakers at the -onvention of the Mary- 
land-District of Columbia Fraternal 
Congress to be held at Baltimore.. 











tion services. Miss Bultman is an at- 
tractive young woman with a forceful 
personality. One cannot but be im- 
pressed with the energy and directed 
thoughtfulness behind her soft manner. 


to Omaha Post 


The State Mutual Life has appointed 
Arthur Hanson general agent for Ne- 
braska, with headquarters in Omaha. 
He has been in the insurance business 
since 1928. He goes to State Mutual 
from the Detroit branch of New York 
Life, where he was senior assistant. 

Mr. Hanson was born in southwest- 
ern Minnesota, and attended the Uni- 
versity of Minnesota. On being mustered 
out of the navy in 1918, he went with 
a publishing company in Cleveland, be- 
coming sales manager and handling the 
recruiting and training. 

During his 10 years in the publishing 
business Mr. Hanson made a part-time 
contract with the New York Life. Three 
months after going on a full-time basis 
he was transferred to Toledo, where he 
remained 2% years, and then went to 
Detroit in 1931. His work since then 
has been recruiting and training, which, 
together with his sales experience, fits 
him for his new general agency duties. 





Rumor of U. S. Death 
Benefit Plan Ilusive 


WASHINGTON—Persistent rumors 
that the government plans to set up a 
nation-wide funeral benefit plan were 
declared here to be groundless. The 
most definite report was that Secretary 
of Labor Perkins had sponsored a plan 
conceived by the CIO for a $500 death 
benefit to be issued by the social se- 
curity board. 

At the labor department it was said 
that Secretary Perkins had made no 
statement or given any indication that 
she would favor such a plan and that 
as far as anyone there knew the CIO 
had advanced no such proposal. 

At the social security board offices 
informed persons said that they had not 
heard of that particular rumor and that 
although there have been quite a few 
reports floating around it had not been 
possible to track any of them down. 





Robt. Sanders Again Is Ace 
Producer of B. M. A. 


Robert Sanders, district manager at 
San Diego, and a member of the Mil- 
lion Dollar Round Table led the sales 
organization of Business Men’s Assur- 
ance for the year, thereby qualifying for 
the seventh time as president of the 
Grant Club and the third time consecu- 
tively. He qualified as president of the 
Life Club for the third consecutive time 
and qualified for membership in the Re- 
newal Club. 

R. J. Costigan, manager for Kansas 
City was second high leader for the 
year, which qualified him as vice-presi- 
dent of the Grant Club. 

For the third consecutive year, Car- 
rie Summers, Houston, is president of 
the Accident & Health Club. 

C. M. Oliver, Little Rock, qualified 
as vice-president of the Accident & 
Health Club. 

M. V. Stenseth, Denver manager, 
qualified as president of the Renewal 
Club. 

In all, 122 qualified for membership 
in one or more of the honor clubs. 





Birmingham Congress Jan. 25 


BIRMINGHAM, ALA.—C. J. Zim- 
merman of Chicago, president National 
Association of Life Underwriters, heads 
the list of speakers at the sales con- 
gress of the Birmingham Association of 
Life Underwriters Jan. 25. 

Other speakers are T. M. Stokes, 
Metropolitan Life, New York, on 
“Thought and Action in Life Under- 
writing.” L. M. Buckley, Provident Mu- 


tual, president Chicago association, 
“Groove, Grow, Go, Grin’; C. ‘ 
Davies, Wyomissing, Pa, “Why I 


Bought $1,000,000 Life Insurance.” 
Commissioner Julian of Alabama will 
extend greetings to the visitors. 
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‘ Mewiens Life of Canada 
Anounces Promotions 








E. J. HARVEY 


TORONTO—North American Life 
of Canada announces that E. J. Harvey, 
superintendent of agencies, has been ap- 
pointed chairman of the agency execu- 
tive. 

J. A. McCamus has been appointed 
general superintendent of agencies ana 
E. H. Hanley is superintendent of 
agencies. 








Penn Mutual Officials Meet 
With 14 General Agents 


Four home office officials of the Penn 
Mutual Life held a conference in Chi- 
cago this week with 14 central western 
general agents, shaping plans for in- 
creased business production this year. A. 
E,. Patterson, agency vice-president, 
headed the group from Philadelphia, 
which included Wallis Boileau, Jr., sec- 
ond vice-president; Urban F. Quirk, as- 
sistant to the vice-president, and Louis 
J. Oswald, Jr., agency assistant. 

General agents attending were J. H. 
Sherman of W. A. Alexander & Co., C. 
B. Stumes and Arthur A. Loeb of 
Stumes & Loeb, and J. M. Royer, all of 
Chicago; S. B. Gregory, Ft. Wayne, 
Ind.; W. J. Reese, Madison, Wis.; War- 
ren Coe, Oshkosh, Wis.; Ray Patterson, 
Indianapolis; H. J. Gilbertson, Fargo, 
N. D.; J. E. Rutherford, Des Moines; F. 
A. Schnell, Peoria, Ill.; L. W. LaBounta, 
Minneapolis; H. E. Rugg, Waterloo, Ia., 
and K. W. Conrey, Grand Rapids. 

Mr. Patterson after the meeting pro- 
ceeded on a trip to the Pacific Coast, 
planning to confer with the field force 
in San Francisco, Los Angeles and 
other points. 





Woman's Benefit Officials 
Speak at Chicago Rally 


Mrs. Bina West Miller, head of the 
Woman’s Benefit of Port Huron, Mich., 
and Miss Frances D. Partridge, secre- 
tary, who is president National Fraternal 
Congress, addressed a gathering there 
this week of officials of the society’s Chi- 
cago organizations. The occasion was 
the laying of plans for recreational and 
children’s vocational or crafts activities 
for 1940. 

They announced plans tentatively ar- 
ranged to hold a golden jubilee conven- 
tion in Chicago in 1942. The actual an- 
niversary will be Oct. 1. It is likely the 
convention will take in that date. 

Mrs. Miller and Miss Partridge will 
contend in the pre-convention period for 
first position in membership gain and at- 
tendance at the convention, Mrs. Miller 
leading a “gold” team and Miss Part- 
tidge a “silver” one. It is planned to 
make a special effort also to bring out 
the stay-at-homes to attend the conven- 


tion. Points will be counted for various 
fraternal activities. 

Woman’s Benefit has 15,000 members 
in the Chicago metropolitan district, 
which was one of the first organized, and 
also a large number downstate. 





Social Security Payments 
Receiving Wide Publicity 


NEW YORK—That the insurance 
features of the new social security law 
will receive plenty of publicity is 
already evident. Mrs. Anna M. Rosen- 
berg, regional director social security 
board, has recently given out an inter- 
view describing the cases of three New 
York City widows who will be among 
the first in the nation to receive federal 
benefits as a matter of right under the 
new plan. 

One of the women mentioned by Mrs. 
Rosenberg, whose husband died since 
the first of the year, is 33 years old and 
has two children, 10 and 11. The hus- 
band’s earnings averaged $100 a month 
in the three years since the social se- 
curity act went into effect. His old age 
retirement allowance, on that basis, 
would have been $25.75 a month. His 
widow is entitled to a monthly payment 
of $19.31, or 75 percent of the primary 
benefit. Each child will receive one-half 
of the primary benefit or $12.87, bring- 
ing the family’s monthly income from 
social security to $45.05. 

Mrs. Rosenberg pointed out that pay- 
ments will continue until both children 
reach the age of 18, or 16 if they leave 
school, provided the mother does not 
remarry. 

Also cited by Mrs. Rosenberg was 
the case of a widow 51 years old who 
has a son age 10. Her husband earned 
$160 a month, entitling her and her 
child to combined benefits of $39.91. 
When the son is 18 and the benefits 
cease, this woman will be 59, so that six 
years later, when she reaches 65, she 
will be eligible for an allowance of 
$23.95 a month for the rest of her life. 

The third widow is 55 years old and 
childless. The income her husband was 
getting entitles her to a single lump 
sum payment equal to six times the 
monthly primary insurance benefit, or 
an amount of $180. As soon as she 
reaches 65 she will begin receiving 
monthly payments of $22.50 which will 
continue the rest of her life. 








To Pay Crater Widow 


NEW YORK—tThe Mutual Life of 
New York will pay $15,561 and the 
Fidelity Mutual Life will pay $5,000 to 
the widow of J. F. Crater, New York 
supreme court justice who disappeared 
Aug. 6, 1930, according to the widow’s 
attorney, E. K. Ellis. The widow, now 
the wife of Carl Kunz, agreed to drop 
suit for $60,000 for double indemnity, 
the total amount of the two policies 
being for a face amount of $30,000. She 
also agreed to post a $23,500 bond to 
indemnify the companies in case Judge 
Crater reappears. 

Mr. Ellis said his investigation had 
convinced him that the judge had been 
murdered about the time he disappeared 
but that it would be virtually impossible 
to prove this in court since Mr. Crater’s 
body was not discovered. Mr. Ellis 
said he was convinced that the body 
had been cremated. 


Agent Wins Disabilty Suit 

Leon Hammer, local agent at New 
Albany, Ind., got a judgment of $2,150 
from Metropolitan Life in Harrison cir- 
cuit court in a suit under the total dis- 
ability income clause of a life policy. 
The question was whether Hammer was 
able to do substantially all the things 
necessary in the conduct of his business. 
Metropolitan paid Mr. Hammer up to 
the time that he returned to his office 
and then discontinued payments. Mr. 
Hammer stated that his doctor recom- 
mended that he do light work at his 
office as part of his cure. 








Cc. T. Davies. million dollar policy- 
holder, tells ‘“‘Why I Bought Life Insur- 
ance” in 16-page booklet. 8 for $1. Order 
from National Underwriter. 





RECORDS 


Business Men’s Assurance—A gain of 
38.4 percent in production was experi- 
enced in December, the largest monthly 
gain of the year. For 1939 there was 
a gain of $5,008,327 in life insurance in 
force; 2.2 percent in paid production; 
5 percent in average size of policy; 5.7 
percent in premium income and 5 per- 
cent gain in total income. 

Minnesota Mutual Life—Insurance in 
force at the end of 1939 was $230,003,369. 
Total resources were $47,779,732 of 
which real estate, including the home 
office building, comprised only $2,105,- 
827. Real estate holdings and _ policy 
loans showed decreases. Total earnings 
in 1939 exceeded 1938 despite lower in- 
terest rates. . 

Manhattan Life—Figures show the 
new paid-for business for 1939 totaled 
$14,360,434, increase 29.6 percent. The 
gain in insurance in force exceeded $5,- 
000,000, increase 109 percent. Payments 
to policyholders plus the amount now 
held for their benefit exceed $150,000,000. 
This sum is over $9,000,000 in excess of 
total premium deposits made by policy- 
holders. 

Shoptaugh, Spence & Barrett, Provi- 
dent Mutual Life, Indianapolis—Gain of 
more than 100 percent in new business 
in 1939. Led entire company in per- 
centage of increase. 











Wisconsin Tax Book Covers 
State and Federal Levies 


Publication of two new books of in- 
terest to all citizens has been announced 
by the Wisconsin Taxpayers Alliance, 
Tenney building, Madison. The 1940 edi- 
tion of “Taxes” gives a brief explanation 
in question and answer form of all state 
and federal taxes levied on individuals 
and corporations in Wisconsin. This is 
the fourth edition of this pocket-size tax 
dictionary. “Taxes” includes all changes 
in tax rates made by the last sessions of 
the Wisconsin legislature and the federal 
Congress, and applies to taxes which 
will be paid by Wisconsin taxpayers in 
1940. 

Two new features have been added to 
the 1940 edition of “Taxes,” a complete 
schedule of automobile fees and truck 
taxes, and a brief description of the fed- 
eral income tax changes which will be- 
come effective in 1941. Cost of “Taxes” 
is 25 cents per copy. 

Also issued by the Alliance is its 
“Summary of 1939 Wisconsin Laws.” 
This reference book is a digest, not a 
copy, of all laws passed by the 1939 ses- 
sion. The various acts are boiled down 
to a concise summary and stated in 
plain, non-technical language for the 
benefit of the average reader. Cost of 
the “Summary” is 50 cents per copy. 


Dr. Talbot a Vice-president 


Dr. H. B. Talbot, medical director of 
National Reserve Life of Topeka, has 
been elected a vice-president. 





Gives Up $500 Policy 


The Mutual Trust Life was able to 
reduce its lapse ratio last year. It has 
eliminated its $500 policy that was sold 
in considerable number. These policies 
were found expensive to handle and on 
analysis the company believed that 
agents could just as well have sold $1,000 
policies. Their lapse ratio was higher 
than other classes. The Mutual Trust 
Life is endeavoring to increase its aver- 
age size policy. 





New Advertising Rules in Pa. 


Commissioner Taggart of Pennsyl- 
vania has issued a bulletin explaining the 
effect of the amendment which was en- 
acted in 1939 by the Pennsylvania leg- 
islature, regulating advertising of insur- 
ance. Under the amendment, he said, 
photostatic or true and attested copies 
of certificates of authorization from the 
department may be filed with the ad- 


vertising mediums in lieu-of an original 
certificate. It is no longer required that 
the radio broadcasting include a state- 
ment that the broadcasting station hold 
such a certificate. 

The effectiveness of the copy of the 
certificate is limited to the term of the 
original. The advertiser must be au- 
thorized to transact business in Penn- 
sylvania at the time the advertisement is 
placed. The certificate must name the 
organization or individual in whose be- 
half the advertisement is published. 





Banquet Nine Winning Agencies 

Banquets will be given by the Pacific 
Mutual Life to its general agencies 
whose production records the last six 
months of 1939 were highest in their re- 
spective divisions, including W. W. Av- 
erett, Lynchburg, Va.; J. B. Bauman, 
Houston, Tex.; Ted Dreyer, Oakland, 
Cal.; E. A. Ellis, Portland, Ore.; Hazen 
Exeter, Salt Lake City; E. L. Jenks, At- 
lanta; W. R. Letcher, Tampa, Fla.: F. 
S. Rappaport, Chicago; L. C. Sweeney, 
Dallas. 

President A. N. Kemp and other com- 
pany officials will attend each of the ban- 
quet meetings. 





Accident and health sales up 8S per- 
eent. Get on bandwagon. Send $1 for six 
months’ subscription to Accident & 
Health Review, 175 W. 
Chicago. 


Jackson Blvd., 


















WORKERS 
WANTED 


We want to increase 
our agency force by the 
addition of good men 
who don’t need a boss. 
If you can deliver the 
goods, it will pay you to 
write J. DeWitt Mills, 
Vice Pres., for details of 
our agency proposition. 
We believe that the 
man who makes the 
sale deserves all the 
on — all you 
ntral 








commissi 


earn is yours In Ce 


States Life. 
x 
Desirable territory available 
in Mo., Ark., Okla., Texas, 
Wyo., Utah, Calif., and Fla. 






CENTRAL 
STATES 


] FD Oe Oy i OD: 6. Ga c On Da 1 OF 
3663 Lindell Blvd. St. Louis, Mo. 


Alfred Fairbank, Pres. 
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Large Writer Plans 
His Work Caretully 
Before His Canvass 


William T. Earls of the Guy D. Ran- 
dolph agency of the New England Mu- 
tual Life at Cincinnati, who passed the 
$1,000,000 production mark last year, and 
hence becomes the company’s leading 
producer, got his early training at the 
home office and was very much im- 
pressed with the importance of organiz- 
ing his work and planning his time, 
which he has practically made a hobby. 

Mr. Earls makes it an inflexible rule 
that he will not allow a day to pass with- 
out having had it carefully planned in 
advance the preceding day. He has 
found that by planning his work and or- 
ganizing his effort, he is able to save 
much wasted time and achieve maximum 
results with no more effort than would 
ordinarily be required for a smaller pro- 
duction. 

All the year through, 5% days a week, 
Mr. Earls makes seven calls daily, has 
five interviews, and makes two sales 
presentations. Two-thirds of his busi- 
ness is secured on a tax or audit ap- 
proach and about 60 percent of his busi- 
ness is from old policyholders. Last year 
he wrote 77 cases. Mr. Earls has perhaps 
the most complete record of his selling 
activities from the time he went into the 
field of any agent in the business. He 
therefore knows exactly how he stands 
at any given time. He has found it re- 
quires eight sales presentations to get a 
person to buy. 

Returning to Cincinnati after his 
training period in the home office, Mr. 
Earls wrote $120,000 in 1932, $150,000 in 
1933, $360,000 in 1934, $450,000 in 1935, 
$550,000 in 1936, $850,000 in 1937, $750,- 
000 in 1938, and over $1,000,000 in 1939. 


Danforth to Be Speaker 





CINCINNATI.—W. H. Danforth, di- 
rector New York Life, St. -Louis, and 
chairman Ralston-Purina Mills Com- 
pany, will be speaker at the annual lead- 


ers’ dinner Jan. 23 at Hotel Gibson 
tendered the leading agent in lives and 
the leading agent in volume of each 
agency by the Associated Life General 
Agents & Managers of Cincinnati. Each 
agent and manager will bring his lead- 
ing policyholder or center of influence 
- as a guest. J. S. Drewry, Mutual Bene- 
fit, and I. B. Jackson, Massachusetts 
Mutual, are in charge of arrangements. 


Ohio National’s Leaders 


CINCINNATI.—Leading Ohio Na- 
tional agencies for 1939 were George 
Wade, Pennsylvania, first; F. E. Kram- 
er, Pennsylvania, second: Guy Chies- 
man, Spokane, third; Harold Brogran, 
Lansing, fourth; F. A. Farnsworth, 
Wyoming, fifth. 
Harrisburg, led the field in paid pro- 
duction being followed by G. S. Sever- 
ance, Chicago, second; V. E. Templeton, 
Lima, O., third; Guy Chiesman, Spo- 
kane, fourth, and V. E. Rouse, Albert 
Lea, Minn., fifth. 


Admit Four Groups to Membership 


The Toledo, Columbus, Baltimore and 
Quebec associations have been admitted 
to membership in the Life Agency 
Cashiers Association of the United 
States and Canada 

President A. F. ‘White, Phoenix Mu- 
tual, San Francisco, says reports from 
15 local associations indicate a growing 
interest in other cities, as well as an 
increase in membership in the member 
associations. 








The social security act provides a new 
service approach and an opportunity to 
present a more complete solution of in- 
come objectives than were heretofore 
attainable. 





As a rule, a man gets out of his 
business just what he puts into it—don’t 
expect a large return from a small in- 
vestment! 





H. R. Lindenberger, . 


Impressive Gains Are Found 
in 1939 Annual Statements 


Most of the life companies are able to 
cite impressive gains in many directions 
in the 1939 annual statements now being 
released. Although many companies 
were were not able to match the 1938 
record in respect of new business writ- 
ten, practically all companies are re- 
porting good increases in insurance in 
force, some even better than in 1938. 
Below are given the high points of some 
of the annual statements that have been 
issued. 

KANSAS CITY LIFE 

The Kansas City Life issued $53,- 
293,000 new business in 1939, an increase 
of $1,600,000. Insurance in force gained 


$4,500,000 to $447,507,267. Reserves 
were up 4.2 percent to $103,170,000. 
Total assets gained 4.1 percent, to 


$112,842,489. Surplus to policyholders 
was $7,205,984, and payments to policy- 
holders were $8,738,257. Real estate 
holdings have been cut in two years by 
about $2,200,000. 


FRANKLIN LIFE 

Franklin Life’s annual statement in- 
dicates that 1939 was the company’s best 
year in more than a decade. Increases 
were made in every department. Insur- 
ance in force was increased approxi- 
mately $2,500,000 to $117,579,145. New 
business paid for in 1939 exceeded the 
previous year’s record by more than 5 
percent and mortality experience was 
more favorable than for several years. 
Total income in 1939 was $7,078,113, ex- 
ceeding total disbursements by $1,964,- 
677. Assets increased $2,063,211 and the 
surplus increase for the year was 14.9 
percent. 

During 1939 the company paid $2,971,- 
970 to policyholders and_ beneficiaries 
and has paid to them a total of $73,974,- 
879 since organization in 1884. The 
company closed the year with no death 
claim unpaid upon which proofs had 
been completed. 

Assets included more than $15,000,000 
of cash, United States government, 
state and other bonds. 

President C. E, Becker, who recently 
acquired the company, stated that 
Franklin is equipped for future growth 
and development under vigorous leader- 
ship and is destined to enter a great 
period of expansion soon. 

MANHATTAN LIFE 

Manhattan Life had new paid-for 
business in 1939 of $14,360,434, an in- 
crease of 29.6 percent. The gain in 
insurance in force exceeded $5,000,000, 
an increase over 1938 of 109 percent. 

Payments to policyholders plus the 
amount now held for their benefit ex- 
ceed $150,000,000. This sum is more 
than $9,000,000 in excess of total pre- 
mium deposits made by policyholders. 


OREGON MUTUAL LIFE 


Oregon Mutual Life reports $64,783,- 
944 insurance in force, a gain of about 
$3,000,000 which is more than 40 percent 
higher than the increase in 1938, one of 
the best years in the company’s history. 
New business written was $7,723,778, an 
increase of $156,000 over the previous 
year, 


INDIANAPOLIS LIFE 


Insurance in force in the Indianapolis 
Life increased in 1939 to $111,055,449, 
the increase being 45.5 percent greater 
than in 1938. Assets increased $1,909,- 
017. It paid $1,657,941 to policyholders 
and beneficiaries last year. Surplus is at 
the highest point in its history, totaling 
$1,512,305. 


RELIANCE LIFE 

The Reliance Life’s new business last 
year was $53,712,481, gain of .3 of 1 per- 
cent. Insurance in force gained $16,- 





012,000, bringing the total to $484,985,- 
692, gain 3.9 percent. Accident pre- 
miums were $82,782, decrease 10.1 per- 
cent. Health premiums were $60,178, 
gain 6.6 percent. In December the new 
life business was $7,160,578. 


PEOPLES LIFE OF INDIANA 


Peoples Life of Frankfort, Ind., in its 
new annual statement, reports assets of 
$10,337,189. The policy reserve is $8,- 
780,829. Capital is $300,000 and net sur- 
plus $400,000. Insurance in force stands 
at $53,233,887. New business written 
was $9,128,610. 


NATIONAL GUARDIAN 


The National Guardian Life of Madi- 
son, Wis., is one of the early compa- 
nies to issue its annual statement and 
President G. A. Boissard gets up the 
exhibit in a very clear and understand- 
able form. Under each item is an ex- 
planation of what it means. The as- 
sets are $12,138,716 and surplus $616,470. 
The new premiums were $241,047 and 
renewals $1,253,845, the total income 
being $2,294,400, paid policyholders $853, 
253, in addition to $109,665 income set- 
tlements, dividends and surrenders. The 
total outgo was $1,505,485. The insur- 
ance in force was $51,288,382, gain $1,- 
057,533. The major part of the write 
offs amounting to $131,506 was on real 
estate. There was a write down on 
some railroad bonds not in default. 
There were some mortgage adjustments. 
All mortgage loans, said President Bois- 
sard, made since 1932 have been on an 
amortized basis, payments of interest 
and principal being made monthly. The 
cash item in the assets is $407,238, state 
and municipal bonds $1,316,380, utility 
and miscellaneous bonds $2,538,960, rail- 
road $840,754, city mortgages $4,030,270, 
farm mortgages $560,191, real estate 
$712,423, policy loans $1,425,781. 


NORTH AMERICAN LIFE 


The results for North American Life 
of Chicago for 1939, as shown by the an- 
nual statement, indicate gains in every 
department, w ith much progress towards 
getting various fundamentals in such 
shape as will create further progress for 
the company. Managed by younger men 
trained by the company’s original found- 
ers, North American Life has come 
through the depression period in sound 
financial condition. There has been con- 
tinuity of management with a single pur- 
pose in mind. 

An official examination of North 
American Life was held during 1939 by 
several state departments jointly, and 
brought forth commendation for the 
company and increased its surplus ac- 
count by more than $3,000 over what the 
company claimed, after verifying all 
other figures. Total assets now are more 
than $13,000,000 and the company has 
more than $67,000,000 of life insurance in 
force. 


Robert A. Cameron, assistant manager 
La Salle ordinary agency, Prudential, 
Chicago, associated with Manager A. 
Van Goldman, is to be married about 
June 1 to Miss Jean Craig, daughter of 
Mrs. Inez Craig of Indianapolis. Miss 
Craig for the last four vears has been 
his secretary. She is a graduate of De 
Pauw University, Greencastle, Ind. They 
plan to go ona trip to the Land 0 Lakes 
region of Minnesota, and to reside in 
Evanston, Ill. Mr. Cameron has been 
connected with Prudential for 16 years. 
He is in charge of the brokerage depart- 
ment. 

Miss Craig comes from an insurance 
family. Her father, Thornton, was an 
agent of Equitable Society at Indianapo- 
lis until his death, and her brother, J. L. 
Craig, is a leading producer of North- 
western Mutual at Indianapolis. 


Settlement Option 
Is Fruitful Source 
of Litigation 


NEW YORK—One very _ impor- 
tant angle in current efforts to curb the 
tendency toward excessively complicated 
settlement options is the maintaining of 
the reputation of freedom from litigation 
which has always been an outstanding 
characteristic of life insurance. This 
consideration is even more important 
than merely keeping the companies out 
of court because of the cost of defend- 
ing suits brought by dissatisfied bene- 
ficiaries. 

In dollars and cents, there is little 
chance for a company to lose much in 
a dispute between beneficiaries as to 
who shall receive the money. By the 
procedure known as “interpleader’ the 
company can pay the money into the 
court’s hands and let the litigants fight 


for it among themselves. The loser 
usually has to pay the costs of the 
action. 


Comment by Guy B. Horton 


While settling such cases by the in- 
terpleader route is an inexpensive way 
for a company to wash its hands of the 
dispute, it would obviously be a bad 
thing for the life insurance business if 
such cases became at all common. 

In his book the handling of life insur- 
ance proceeds, “Making the Best Use 


of Your Insurance,” Guy B. Horton, 
attorney, National Life of Vermont, 
says: 


“Like children with a new toy, insur- 
ance men have overplayed the settle- 
ment privilege. Policyholders have been 
encouraged—at least not discouraged— 
to include frills, extend retention 
through lives of all the family and some 
not yet included by marriage or birth, 
prescribe the use the beneficiary shall 
make of the money or restrain her deal- 
ings with it. . . These settlements by 
insurance companies and through life 
insurance trusts as administered up to 
this time constitute the richest mine for 
lawyers of mercenary disposition that 
exists in America today.” 

A settlement option request may look 
very simple. But as Mr. Horton points 
out “one can hardly estimate the time 
and talent required to put such direc- 
tions into a holeproof document over- 
looking no contingency and providing 
for each in language that canont be mis- 
taken. The following set of directions 
looks innocent enough, but required 12 
letter-size sheets for the chart which set 
it forth: ‘Ruth, born May 31, 1912, and 
Elizabeth Louise, born Sept. 24, 1922, 
in one sum of $500 each on Sept. 1 of 
their seventeenth and eighteenth years. 
George, born May 7, 1920, in sum of 
$500 on Sept. 1 of his eighteenth and 
nineteenth years, or to the survivors or 
survivor of them. Interest on the pro- 
ceeds to be paid to the wife, Theresa 
L., until the ages mentioned are at- 
tained, and if she should die, to be re- 
tained and added to the income as pro- 
vided above.’ ” 


Try to Cover Too Much 


Most of the difficulty with settlement 
option complications is due to the in- 
sured’s desire to provide for every pos- 
sible contingency and yet not leave too 
much to the beneficiary’s discretion. 
Agents attempt to provide through set- 
tlement options the same flexibility that 
a life insurance trust provides. 

Edwin H. White, C. L. U., manager 
estate planning department Luther-Kef- 
fer Agency of the Aetna Life in New 
York City, strongly favors the use of 
both life insurance trusts and settlement 
options where the case is large enough 
to warrant a life insurance trust. The 
settlement option setup provides the 
minimum income desired. Thus, the 
insured knows that his family’s rock- 
bottom essentials are guaranteed. The 
life insurance trust, on the other hand, 
provides a maximum of flexibility and 

(CONTINUED ON LAST PAGE) 























WHITNEY LEADS HUGHES AGENCY 

Russell C. Whitney led the Hughes 
agency of the Massachusetts Mutual 
Life in Chicago in production for the 
second consecutive year. Robert S. 
Loeb was econd, Walter G. Habenicht, 
third, and Leon C. Hunt, fourth. 


KEMPER PROMINENTLY MENTIONED 





Among the men being considered as 
possible candidates before the primaries 
on the Republican ticket for governor of 
Illinois is James S. Kemper, president 
Lumbermen’s Mutual Casualty, and 
head of ‘a large mutual syndicate of 
Chicago. He is vice-president of the 
United States Chamber of Commerce 
and prominent in many civic and polit- 
ical activities. He undoubtedly will be 
a candidate for delegate from his con- 
gressional district to the Republican 
national convention. Some of the busi- 
ness men desire a thorough going busi- 
ness man for governor and Mr. Kemp- 
er’s name has met with approval from 
many quarters. He is on a sojourn in 
Florida and is expected to return in a 
short time. 


KYRIAZIS AND RITACCO LEAD 

For the second consecutive year, Nick 
Kyriazis led the A. Van Goldman ordi- 
nary agency of the Prudential in Chi- 
cago in paid life insurance. He also led 
on a combined insurance and annuity 
basis. Special Agent Robert L. Straus 
was second. 

Mr. Kyriazis joined the agency in 1934 
and each year since he has made a sub- 
stantial improvement in his paid volume. 
He operates almost exclusively on a pro- 
gramming basis. 

Sam Ritacco, for the fifth consecutive 
year, led in the number of cases. Mr. 
Ritacco has been with the agency since 
1931 and has always been a leader in the 
number of cases. He recently completed 
the Prudential training course. 


CASHIERS TO HEAR HAYES 


David J. A. Hayes, Chicago attorney, 
will address the Life Agency Cashiers’ 
Association of Chicago Jan. 23 on “Rules 
and Regulations of the Probate Court,” 
Miss ‘Christine Ludwig, Caperton Agency 


State Mutual, announces that general 
agents, managers and supervisors are 


invited to attend. 





SPECIALIZE ON PENSIONS 


Some of the younger men in life in- 
surance are specializing very carefully 
on pension plans. There is a particular 
demand at this time for retirement 
plans. People are becoming more and 
more conscious of the need of retire- 
ment provision both for individuals or 
employes. The social security act has 
taken cognizance of this monthly in- 
come. Some students of the business 
are giving more and more attention to 
this subject and are meeting with suc- 
cess in getting business. 


THURMAN APPOINTS PARKER AIDE 


James P. Parker has been appointed 
manager of the brokerage department 
by E. B. Thurman, general agent New 
England Mutual Life, Chicago. Mr. 
Parker has been in the business for a 
number of years. Formerly he was an 
agent connected with the Thurman 
agency, then for three years was a field 
supervisor of Continental Assurance, op- 
erating out of the home office. He is a 
graduate of Cornell and is skilled in es- 
tate programming. 





OVERCAME MENTAL HAZARDS 


Col. W. S. Fuller of Chicago, man- 
ager of the Prudential, is a great be- 
liever in agents ridding their minds of 
the thought that any special month is 
not a good life insurance month or that 
any particular weather does not favor 
life insurance solicitation. When he 
was an agent in Chicago a number of 
years ago he announced to his manager 
and the other agents that he would en- 


deavor to prove that August was a first- 
class life insurance production month. 
The other agents thought he was in a 
humorous vein. However, Mr. Fuller 
went out with a right good will and 


UNDERWRITER 





those of other months. He wanted to 
have uniformity in this respect. Hence 
he worked harder a couple of Septem- 
bers until he brought about the desired 
results. His own experience, therefore, 
has taught him the insurance hazards 
are largely mental, Once determination 
is reached and carried out they can be 
overcome, he concludes. 


to some other office that might be more 
to their liking. Samuel Heifetz, man- 
ager of the Mutual Life of New York, 
who formerly was located in the In- 
surance Exchange building, moved to 
the Field building, 135 South La Salle 
street. When he was in the Insurance 
Exchange he did a brokerage business 
of considerable size. Since moving to 


made that particular August the best 
month he ever had. He did this be- 
cause he devoted his attention intens- 
ively to soliciting, worked harder, saw 
more people, made more serious can- 
vasses. 

Then he discovered that his Septem- 
ber renewals were below the level of 


be taken 


rather than 


agency 


BROKERS WORK AT HOME 


Chicago brokers as a rule follow the 
line of least resistance and therefore 
when they have a piece of business to 
care of outside of their own 
immediate office they 
walk a 


the Field building Mr. Heifetz found 
that some of the brokers in the Insur- 
ance Exchange passed him by because 
they considered the distance too great, 
especially if they were too busy. That 
is one reason why he is moving to the 
Board of Trade building so that he will 
be in closer proximity with the brokers 
the Insurance Exchange. 


go to a nearby 
few blocks in 
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® Loose-leaf for progressive accumulation of up-to-date data. 


© Not mere editorial opinion but experience and practices 
of successful Underwriters — indexed for easy finding. 


HE DIAMOND LIFE BULLETINS SERVICE 

gives you everything you need and can 
use in the way of selling ideas and statis- 
tical information “under one roof”. 
1 You gain access, thru The Diamond Life 

=» Bulletins Service, to the best and most 
practical selling plans as they are developed by 
outstanding Underwriters. In many instances, 
extremely valuable ideas come to our desk auto- 
matically because of our long established editorial 
contacts over the entire country with the best 
thinkers in the business. In addition, ideas are 
gathered by personal conference, by regular 


monthly reviews of general business magazines, 
and texts on general selling, as well as current 


Life Insurance literature. 

2 New and worthwhile plans and techniques 
® are yours as fast as they are developed — 

and, they’ are assured against loss because they can 


be easily and quickly incorporated in The Dia- 
mond Life Bulletins loose-leaf binders. Hence, 
your Service is always kept up to the minute. 
3 All this material is classified and indexed 
® for easy reference. Further, “Study or Refer- 
ence Guides” are now being supplied with each of 
the 34 major subjects treated in the Sales Section. 
These unique Guides are extremely useful for: (1) 
Individual study, (2) Material for Agency Meet- 


ings, (3) Copy for Agency Bulletins, (4) Ad- 
dresses, (5) Sales letters, (6) Subject matter for 


Agency Clinics and discussion groups. 
4 You will also have at your finger tips a com- 
= posite rate book of 45 leading companies 
corrected monthly. Not merely announcements of 
changes as given in news magazines, but actual 
rates, actual dividends, actual surrender values and 
exact policy information as shown in company rate 
books and their supplements — filed where you 
can quickly and easily find them. 


TWO EASY MONTHLY PAYMENT PLANS 


l-year Time-Payment Plan; ($78) $6.50 with order and $6.50 a month for eleven months. 
2-year Time-Payment Plan; ($120) $5.00 with order and $5.00 a month for 23 months. 
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No Magic in Over-the-Counter 


INDICATIONS that there is no magic in the 
over-the-counter plan of handling insur- 
as exemplified in the New York 
savings bank life insurance scheme, is 
found in the analysis of the first 1,000 
policies sold by the New York savings 


ance, 


banks. Of that number, 142 were chil- 
dren and 34 were students, so that out 
of the 1,000 policies, 176 were written 


on minors. 

It is interesting that the same New 
York legislature that enacted the meas- 
ure providing that industrial insurance 
should not be written on children except 
in limited amounts and then only on 
whole life plan, also set up the savings 
bank life insurance scheme, an instru- 
mentality that proceeds to write more 
insurance on children than it writes on 
any other classification of policyholders. 

In the December issue of “Banking”; 
the journal of the American Bankers 
Association, there was an article by Ed- 
ward H. Collins, associate financial edi- 
tor of the New York “Herald Tribune,” 
on savings bank life insurance. 

“Its purpose,” Mr. Collins wrote at 
one point, “has been to meet the needs 
of the person of small means—the per- 
son who wanted a small amount of in- 
surance and who was willing to do with- 
out the luxury services afforded by the 
agency system in order to get it at rock 


bottom price.” 

An analysis of the first 1,000 policies 
indicates that 267 of the purchasers were 
persons in at least comfortable circum- 
There were 59 executives, 95 
salesmen, 37 merchants, 32 engineers, 21 
lawyers, 14 doctors, seven chemists, two 
manufacturers. It seems that persons 
who can afford to buy their life insur- 
ance at full premiums are getting their 
share of the benefits, too. 

Then, passing from the New York 
legislature to the TNEC committee, the 
printed reports of proceedings show 
that in the questioning there was some 
rather pointed criticism of industrial in- 
surance, either expressed or implied, for 
the selection of policyholders. In the 
first 1,000 policies of the New York 
savings bank, 22 of the purchasers are 
listed as “unemployed.” The question 
arises how members of this group are 
able to pay their pgemiums, even with- 
out the “luxury services of the agency 
system.” 

This analysis of the first 1,000 policies 
is most revealing and should go a long 
way to indicate that the alleged faults 
that are ascribed by critics to the agency 
system are merely inescapable situations 
arising from the business itself and not 
the outgrowth of any particular mode 
of management, system or doctrine. 


stances. 


Daring Move by the SEC 


THE boldest and most daring movement 
of the SEC committee that is investigating 
life insurance at Washington, D. C., was 
its effort to force the AMERICAN LIFE 
CONVENTION to give up its letters received 
from senators and congressmen. The 
AMERICAN LIFE CONVENTION, following its 
annual meeting in October, composed a 
brochure regarding state insurance super- 
vision as compared with possible federal 
supervision. The executive office sent to 
its state vice-presidents, who are officials of 
life residing in their various 
states, a supply together with a suggested 
letter that the vice-president was requested 
to send to the congressmen and senators in 
his state. The letter was written in such a 
manner as to elicit a reply on this interest- 
As the state vice-presidents 
received these replies they were sent to 
the head office in Chicago. 

There appeared at the AMERICAN LIFE 
CONVENTION two SEC snoopers demanding 
copies of the letters that had been received 
the federal legislators. Very cor- 

Col. C. B. Rospins, the manager 
and general counsel, refused to grant this 


companies 


ing subject. 


from 
rectly, 


request. Thereupon threats were made that 
subpoenas would be issued so that Colonel 
Rossins would be obliged to furnish the 
information that was sought. 

This order on part of the SEC reveals 
what has often been stated was in the 
minds of those on the committee, at least 
from the executive branch. Regardless of 
what Senator O’MAHONEY of Wyoming, 
chairman of the commission has repeatedly 
declared, there has been ample evidence 
that the inquisitors have departed far from 
the original intent of the inquiry and were 
endeavoring to mobilize sufficient informa- 
tion and power to bring about federal reg- 
ulation and control of insurance. 

At different times SEC snoopers ap- 
peared at the offices of presidents of life 
companies insisting that they be allowed to 
go through their private files and secure 
such information as they desired. In most 
cases this privilege was granted although 
executives might have been well within 
their legal rights in refusing such pre- 
sumptuous exactions. As a matter of di- 
executives permitted the snoop- 
ers to peruse the correspondence in their 


plomacy, 


private files. There was some logic in this 
requirement. 

The TNEC had certain objectives set 
forth in the original resolution calling for 
the investigation. Naturally out of the ex- 
ecutive files information of great value 
could be secured that had a direct bearing. 
However, when the TNEC makes a requi- 
sition on an organization for private corre- 
spondence sent by senators and representa- 
tives in CONGRESS to their constituents, the 
issue assumes a very serious phase. Here 
is a branch of the executive department 
endeavoring to force out information that 
has not the slightest reference to the orig- 
inal intent of the investigation. The motive 
behind this decree certainly is most in- 
sidious. 

Why are copies of these letters needed? 
Why is the threat of subpoena made? Is 
there not a very decided political cast to 
this mandate? Why do the inquisitors feel 
it necessary to peruse the letters from the 
federal legislators? Is it their intention to 
employ the information they thus secure to 
discipline the writers? Will there be an 
effort to besmirch the Republican or recal- 
citrant Democratic legislators, for example? 
Will some of the members be bludgeoned 
because they answered a frank inquiry of 
a constituent? Is CoNnGREss justified in 


making an appropriation for TNEC snoop- 
ers to get out of private files information 
that can be used to the political advantage 
of the executive element of the commit- 
tee? 

Since the AMERICAN LIFE CONVENTION 
is made up of small, medium and large 
companies domiciled in various sections ot 
the country, Col. C. B. Rossrns’ action in 
defying the SEC investigators robs the 
SEC and TNEC of any justification for 
shouting about the “big eastern companies.” 
It is still too easy to arouse ill feeling 
against big corporations just because they 
are big and it is not much of a trick to 
get the rest of the country stirred up 
against the east. The SEC has shown a 
good understanding of both of these items 
of tactics in its past presentations of life 
insurance material to the TNEC. 

Perhaps the SEC, if it is wise, will do 
something more than gnash its teeth be- 
cause it can’t ascribe the A.L.C.’s defiance 
to the big eastern companies. Maybe the 
SEC will discover that its methods are dis- 
liked and resisted because they are unfair 
and because the whole investigation, while 
posing as objective, has more and more 
obviously shown itself to be mere tub- 
thumping for the ultimate idea of federal 
control. 








PERSONAL SIDE OF THE BUSINESS 





O. T. Hogan, president United of Chi- 
cago, will spend the month of February 
with his family in Miami, Fla. This will 
be the sixth consecutive year that he has 
vacationed in that city. 

Ralph Hamburger of Minneapolis, 
general agent Northwestern Mutual 
Life, who attended the annual agency 
dinner of the Hobart & Oates agency in 
Chicago Wednesday evening of last 
week, made the trip largely in honor of 
Cashier John J. Fraher, who was fea- 
tured at the function because he had 
closed 50 years of service with the com- 
pany at Chicago. It was a gala day for 
Mr. Hamburger. Just 32 years ago, 
Jan. 10, 1908, he entered the service of 
the Northwestern Mutual in Chicago as 
an agent when Charles Dyer Norton was 
general agent. He has been 21 years 
general agent. 

Three high officials, E. E. Rhodes, 
vice-president Mutual Benefit Life; L. J. 
Dougherty of Davenport, Ia., vice-presi- 
dent Occidental Life of California, and 
Bruce Shepherd, actuary Association of 
Life Insurance Presidents, were visitors 
in Chicago, conferring with Col. C. B. 
Robbins, manager and general counsel 
American Life Convention. Mr. Rhodes 
was on an agency trip. 

About 100 general agents and repre- 
sentatives. of other companies attended 
the opening of the new offices of the 
Frank L. Klingbeil ordinary agency of 
Prudential on the ninth floor of the 


Fidelity building, Detroit. Many bas- 
kets of flowers adorned the quarters. 
Mr. Klingbeil recently completed 25 


years in the service of his company. 
S. E. Spencer, general agent at Cincin- 
nati for Mutual Life, was guest of honor 


at a dinner given by his associates com- 
memorating his 25th anniversary in the 
service of Mutual Life. Mr. Spencer 
was presented with a diamond pin and 
a volume containing more than 100 con- 
gratulatory letters, Mrs. Spencer was 
given a bouquet. Philip C. Bake pre- 
sided. Mr. Spencer graduated from Yale 
and then was with Mutual Life for seven 
years in Chicago and 18 years in Cin- 
cinnati. 

Commissioner Jess G. Read of Okla- 
homa has returned to his desk after ten 
days confinement to the hospital with in- 
fluenza. 

John M. Laird, vice-president of Con- 
necticut General Life, was feted at a 
luncheon in Hartford by officers of that 
company in recognition of the fact that 
for 30 years he has been in the Connecti- 
cut General service. He graduated from 
the University of Toronto and went with 
the Connecticut General in 1910 after 
several years service with London Life. 
He was elected actuary in 1917 and vice- 
president in 1927. Mr. Laird has served 
as president of the American Life Con- 
vention and the Home Office Life Un- 
derwriters Association. He is now vice- 
president of the Actuarial Society of 
America. 

Robert E. Henley, vice-president and 
general counsel of Life of Virginia, has 
been elected a director of the State 
Planters Bank & Trust Company of 
Richmond. Before becoming associated 
with Life of Virginia in 1920, Mr. Hen- 
ley was trust officer of the Old Domin- 
ion Trust Company of Richmond. For 
many years he has been a student of 
banking and investments and, as a di- 
rector of Life of Virginia and of its 
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executive committee, is closely identi- 
fied with the company’s investment op- 
erations. 

One of the new faces in the Virginia 
house of delegates this vear is M. H. 
Abernathy of Brunswick county, one of 
the premier producers of the North- 
western Mutual Life. It is his first leg- 
islative experience. 

R. W. Daniel, former general agent 
in Richmond of the Maryland Life, is 
the new chairman of the Virginia senate 
committee on insurance and banking. 

W. S. Hendley, Columbia, S. C., man- 
ager Mutual Life of New York, is cele- 
brating his 40th anniversary with the 
company. He started as a clerk under 
the late F. H. Hyatt, then manager at 
Columbia. 

Claris Adams, president Ohio State 
Life, will be the principal speaker at the 
annual dinner meeting of the central 
Ohio area council of the Boy Scouts of 
America in ‘Columbus, Jan. 27. 

A. J. McAndless, president Lincoln 
National Life, has been elected president 
of the Fort Wayne Country Club for 
the third consecutive time. 

Stratford L. Morton, head of the Mor- 
ton & Morton agency of the Connecticut 
Mutual Life in St. Louis, has been re- 
elected treasurer of the Better Business 
Bureau there. 

John A. Stevenson, president of Penn 
Mutual Life, tendered a luncheon in 
Philadelphia to officers of the Aero 
Club of Pennsylvania and a group of 
men distinguished in aviation. The 
luncheon was given on the 147th anni- 
versary of the flight made in 1793 by 
J. P. Blanchard in a hydrogen balloon. 
This was the first air voyage in the 
United States and was on the site 
where the Penn Mutual Life’s home 
office building now stands. 

The estate of Robert D. Lay of Chi- 
cago, executive of the Hydrox Com- 
pany and former president National 
Life, U.S.A., amounts to $500,000. There 
are three trusts provided, the income to 
go to the beneficiaries for life. On their 
death the principal reverts to North- 
western University’s new institute of 
technology for the purpose of providing 
scholarships for needy students. 


Chlo Peterson, formerly publicity di- 
rector of Business Men’s Assurance, who 
joined the sales organization several 
years ago, is in Miami on a vacation. A 
Florida vacation is also being enjoyed by 
F. W. Moller, formerly manager for In- 
diana and now handling group hospital- 
ization at Indianapolis. 

Miss Genevieve A. Cunningham, 
daughter of Ira C. Cunningham, assist- 
ant vice-president and manager of the 
home office agency. of the Occidental 
Life, was married at Yuma, Ariz., to 
R. Benedict Brout, Los Angeles, archi- 
tect. Mrs. Brout for a number of years 
was secretary to her father, and at the 
time of her marriage was secretary to 
General Agent B. J. Dickson of the 
Occidental in Los Angeles. 

George Hoffman, manager Guardian 
Life, Chicago, attended the special din- 
ner in New York this week honoring 
Chairman Carl Heye, and then planned 
to take train from there to meet his 
family at Atlanta where they were 
driving by automobile. They will pro- 
ceed to Miami to spend two months’ 
vacation. 


John R. Hardin, president Mutual 
Benefit Life, has been reelected presi- 
dent of the Essex Club, of Newark, of 
which many insurance executives are 
members. 

Dr. C. J. Rockwell of the University 
of Southern California and well known 
insurance educator, is recovering from 
an attack of pneumonia in the Good Sa- 
maritan Hospital at Los Angeles. 


DEATHS 


John Herzog, for 55 years with the 
Mutual Benefit Life, died at his home in 
Buffalo. He began his career with the 
company in Albany, later served in 








Being Honored 

















ARTHUR JAMES 


Arthur James, vice-president and 
agency director of the Wisconsin Na- 
tional Life of Oshkosh, Wis., will cele- 
brate his 63rd birthday, Feb. 6. He re- 
cently returned to his duties after an 
absence of about four months following 
a serious oneration at Rochester, Minn. 
He is steadily regaining his health. In 
recognition of his birthday anniversary 
month and his return to the office, the 
agents are conducting a testimonial cam- 
paign in his honor, extending from Jan. 
15 to Feb. 15. This will apply both to 
life and accident and health insurance. 








Syracuse and for 25 years was cashier 
of the Buffalo office. 

Mrs. Grace K. Harrop, 64, wife of 
J. H. Harrop, Salt Lake City, manager 


Eauitable Society, died in a Long Beach, 


Cal., hospital from a heart attack. Ac- 
companied by her husband Mrs, Harrop, 
shortly after Christmas had gone to 
California for the benefit of her health. 
A son, Virgil J. Harrop, is manager 
for the Equitable at Nashville, Tenn., 
while her brother is W. W. Klingman, 
Texas manager of the Equitable. 

C. H. Fuller, 87, for many years 
Windsor, Ont., manager of the North 
American Life of Toronto, died there. 
He had been active until his retirement 
in 1937. 

Charles C. Edwards, for 33 years gen- 
eral agent of Aetna Life at Chester, 
S. C., died following a brief illness. Mr. 
Edwards was 81 years of age, the oldest 
general agent in the field for Aetna Life. 
Born in Chester, Mr. Edwards resided 
there his entire life time and at the time 
of his death was recognized as one of 
the leading business men in his section. 
He had been in the insurance business 
since 1891. Mr. Edwards was deacon of 
the First Baptist Church. 


Charles W. Lent, 59, Toledo, O., gen- 
eral agent Illinois Bankers’ Life, was 
killed in a train crash near Findlay, O., 
this week. He was a leading personal 
producer in both accident and life in- 
surance, as well as a successful agency 
head. Mr. Lent had been in insurance 
work more than 20 years, connected 
with Illinois Bankers for 15 years and 
its general agent about 10 years. In 
past years he was consistently a lead- 
ing accident agent of that company, 


taking No. 1 rank numerous times, and ~ 


also produced a substantial volume of 
life insurance. He previously was con- 
nected with Abraham Lincoln Life, 
being a leading producer until it was 
taken over by Illinois Bankers. 





Equitable of Iowa Figures 


The Equitable Life of Iowa reported 
total production of $48,727,404 in 1939, 
a reduction of $4,647,126 from the 1938 
figure. Top producer was R. O. Clay- 
poole of Philadelphia with $495,668. It 
was the third time he has topped the 
Equitable agents. 








AVERAGE POLICY 
WRITTEN INU. CIS 
MORE THAN TWICE 
THE AVERAGE OF 
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ING COMPANIES * 
















*Figures from The Life Insur- 
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ance Courant, July 1939 (page 298) 
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LIFE AGENCY CHANGES 





Travelers Advances 
Men in Branches 


Several promotions, appointments and 
transfers have been made by the Trav- 
elers. B. J. McKenna, manager Empire 
State branch, New York, is transferred 
to the larger 55 John street office, as 
assistant manager. G. D. Covell, assist- 
ant manager of the Yonkers, N. Y., 
branch, is transferred to the Empire 
State branch as assistant manager. 

J. H. Marcell, assistant manager, 55 
John street office, is transferred as 
assistant manager to the Yonkers 
branch. C. A. Fair, manager Dayton, 
O., branch, is promoted to manager of 
the Empire State branch. 

P. R. Stewart, field assistant Hartford 
branch, was made assistant manager of 
that office. E. L. Roach, field assistant 
Kansas City, Mo., branch, was made 
assistant manager there. J. W. Sheri- 
dan, Lima, O., was appointed field assist- 
ant of the Columbus, O., branch. 


Hoche General Agent of 
K. C. Life in Illinois 

Philip A. Hoche, supervisor of the 
H. G. Swanson general agency New 
England Mutual, Chicago, for the last 
eight years, in charge of recruiting and 
training new agents, has resigned and 
becomes general agent of the Kansas 
City Life in central and northwestern 
Illinois. He will establish offices soon 
in Bloomington. For the time being 
Mr. Hoche plans to work in the vicinity 
of Rock Island and Rockford. 

Before joining the Swanson agency 
when it was opened, Mr. Hoche was a 
salesman of the Sherwin Williams Paint 
Company, and was the leader on the 
city sales staff in Chicago in 1930-31. He 
plans to develop a full time agency staff 
and to do a rural as well as urban 
business. 


L B. Jackson, Cincinnati, 
Names Two New Assistants 


At the annual meeting of the Cincin- 
nati agency, I. B. Jackson, general agent 
Massachusetts Mutual Life, announced 
the appointments of T. W. Evans and S. 
W. Duke as assistants to the general 
agent. 

Mr. Evans has been with the company 
since 1932. Before that he was in the 
manufacturing business. He is an alum- 
nus of Earlham College, Richmond, Ind., 
and has been a successful agent, having 
fed the Jackson agency in volume for 
the past two years. He ranks among the 
company’s 100 leading producers. He is 
vice-president of the National Associa- 
tion of Massachusetts Mutual Agents, 
director Cincinnati Life Underwriters 
Association, secretary-treasurer Cincin- 
nati agency Massachusetts Mutual Asso- 
ciation, vice-chairman Cincinnati Un- 
derwriters Community Chest Team W-1 
and served on the special gifts committee 
for the American Red Cross in the re- 
cent drive. His new activities will in- 
clude special work in securing and train- 
outside 


ing new men in the territory 
Cincinnati. a : 
Mr. Duke went with the Cincinnati 


agency in January, 1938, and has ranked 
among the first five producers of the 
agency for his two years in the business. 
He is an alumnus of the University of 
Richmond and the University of Ken- 
tucky and was graduated from United 
States Army School of Military Aero- 
nautics} Cornell University. He success- 
fully completed the Massachusetts Mu- 
tual home office training school course in 
April, 1939, and is completing his C. L. 
U. studies. He was a commissioned of- 
ficer in the army during the world war, 
serving as pursuit pilot-instructor. Mr. 
Duke was district manager and road ex- 
ecutive for ten years with national asso- 





ciations of various chain stores and be- 
fore joining the Massachusetts Mutual 
was area commander with the C. C. C. 
at Fort Knox, Ky., and was last sta- 
tioned at Fort Thomas, Ky., as captain, 
tenth infantry reserve, motor transporta- 
tion office. His new duties will include 
recruiting and training of new agents in 
Cincinnati. 





Patton Named by Reliance Life 


The Reliance Life through William 
C. Peck, manager Illinois department, 
has appointed David C. Patton as dis- 
trict manager. Mr, Patton will main- 
tain offices both at 100 North La Salle 
street, and 1759 West 95th street, Chi- 
cago. From the latter office he will de- 
velop his organization on the south side 
of Chicago and adjacent communities. 

Mr. Patton has specialized in estate 
analysis and life insurance “wills.” He 
compiled the “Descent and Distribution” 
charts which have wide distribution. 





Burt McGhee Made Supervisor 


Colorado Life has appointed Burt 
McGhee as supervisor of the Denver 
agency. He graduated from the Univer- 
sity of Colorado in 1936 and played foot- 
ball on the university team for three 
years. For the past year he has oper- 
ated under the O’Shaughnessy Denver 
agency, and has been a member of the 
App-a-Week Club during the entire 
year. 


Zirkle Named in South Bend 


The Columbian National Life has ap- 
pointed E. B. Zirkle general agent in 
South Bend, Ind. Until his death the 
South Bend agency was under the di- 
rection of L. J. Rosenberg, one of the 
company’s leading general agents. 

Mr. Zirkle has been a leading pro- 
ducer of the Phoenix Mutual Life. He 
is a graduate of the United States Naval 
Academy and for the past few years has 
lived in Washington, 1. C. 


R. J. Wetzel Resigns 


R. J. Wetzel, general agent Pacific 
Mutual Life in Kansas City, Mo., for 18 


years, has resigned. Mr. and Mrs. Wet- 
zel plan a motor trip to Mexico City 
during February, after which Mr. Wet- 
zel intends to announce a new connec- 
tion. 





G. C. Harrison Retires in Seattle 


Galloway C. Harrison, Seattle general 
agent Union Central Life, will retire Feb. 
1. His future plans have not been an- 
nounced. Before going to Seattle he 
was with the former Home Life of 
Arkansas. Two of his brothers are 
Union Central general agents; James 
Harrison at Little Rock, Ark., and Wil- 
liam Harrison at Houston, Tex. Mark 
S. Trueblood, inspector of agencies, Los 





Continental American 
Names N. Y. General Agent 





Herbert E. Thomas, widely known life 
insurance man of downtown New York, 
becomes general 
agent of Continen- 
tal American Life 
there in charge of 
the office at 225 
Broadway. He has 
been an associate 
manager of a New 
York office for 
more than 10 years, 
having entered the 
life insurance busi- 
ness many years 
earlier. He has had 
a wide and varied 
experience, includ- 
ing war_ service, 
and has recently built a large and suc- 
cessful unit in addition to his brokerage 
business which runs into large volume. 





H. E. Thomas 





Angeles, will assume charge of the 
agency until a successor is named. 





Cremer Succeeds Kenniston 

H. G. Kenniston, of Cleveland, gen- 
eral agent of the Kansas City Life 
for northern Ohio for more than 15 
years, has resigned as general agent. 
Paul D. Cremer has been named to suc- 
ceed him. 





O'Neil London, Ont., Manager 


The Canada Life has appointed C. C. 
O’Neil manager of the London, Ont., 
branch, succeeding J. W. Taylor. Since 
1930, Mr. O’Neil has been unit manager 
at Sarina, in the Windsor branch. He 
is a member of the Millionaires Club, 
an organization of representatives hav- 
ing $1,000,000 or more of personal busi- 
ness in force. 


Stone Made Akron Manager 


The Ohio State Life has appointed 
H. G. Stone of Detroit manager at Ak- 
ron, O. The past six years he has been 
agency organizer of the New York Life 
in Detroit and for six years prior to that 
was its agency organizer in northwest- 
ern Ohio, with headquarters in Toledo. 





Minnesota Mutual Appointments 


The Minnesota Mutual Life has ap- 
pointed these new general agents: 
Charles Hoefle, formerly with the Aetna 
Life, Oklahoma City; Frihoff Allen, for- 
merly with the Beneficial Life of Salt 
Lake City, in Phoenix, Ariz., and W. J. 
Davies in Omaha. 

Mr. Hoefle succeeds Herman Heath, 
transferred to Wichita Falls, Tex. 





AGENCY NOTES 


S. B. Hopkins, who has been asso- 
ciated with the San Antonio, Tex., life 
agency of the Travelers has been ap- 
pointed a unit manager of the W. A. 
Gamble agency of the California-Wes- 
tern States Life in San Antonio. 

J. I. Hughes has become cashier and 
office manager for the George L. Dyer 
agency of the Columbian National Life 
in St. Louis. He has been with the 
agency nine years. 

C. E. Purdy has been iain as- 
sistant manager of the life department 
of Marsh & McLennan’s Minneapolis 
office. Formerly he was with the State 
Mutual! and the Canada Life. 

Earle E. Best has resigned as city 
manager of Woodmen of the World to 
return to the service of Union Central 
Life. He will be connected with the 
Paul G. Hommeyer agency at Minneap- 
olis. Mr. Best first went with Union 
Central in 1931 as cashier at Little 
Rock, where Mr. Hommeyer was then 
manager. In 1934 he went to Omaha 
for Union Central and in 1939 went with 
Woodmen of the World. 

The Mutual Life of Canada has ap- 
pointed W. Bebbington of Regina 
manager of the Winnipeg city branch, 
succeeding Eric V. Chown, transferred 
to Vancouver. 


Dividends and Premiums Confused 


Insurance men were chagrined at the 
Associated Press story that went out 
announcing the dividend payments under 
the New York savings bank life insur- 
ance program. The Associated Press 
story stated that some $6,500,000 in divi- 
dends went to 8,000 policyholders. As 
a matter of fact, that was the amount of 
the total premiums received by the sav- 
ings banks during the year. 





John E. Craigle, Indianapolis, super- 
intendent of the Prudential, and Mrs. 
Craigle have just celebrated their silver 
wedding anniversary. 

The Baltimore agency of John Han- 
cock Mutual celebrated the 43rd anni- 
versary of E. J. Clark as general agent 
at a banquet. J. Harry Wood, manager 
of general agencies, attended and an- 
nounced that the Baltimore agency stood 
in fifth place for 1939. 


January 19, 1940 


COMPANIES 


Western & Southern Nears 
Billion in Force Record 


Western & Southern Life is now 
close to the billion dollar mark in life 
insurance in force, the total as of Dec. 
31, 1939, being $938,673,577, as against 
$881,995,591 at the end of 1938. 

This is an increase of $56,678,006, a 
new all time high. Admitted assets total 
$180,895,054, as compared with $171,- 
599,032 at the close of 1938, a gain of 
$9,296,023. Capital stock was un- 
changed at $15,000,000 and net surplus 
$11,307,268, as against $8,807,683, a gain 
of $2,499,585. Policyholders surplus was 
$26,307,268, as against $23,807,683. Con- 
tingency reserves will be approximately 
$5,371,580, and total capital and surplus 
is about $31,300,000. 


Seeks to Administer Funds 
of Former lowa Company 


_ DES MOINES—Seeking to admin- 
ister $3,603,419 for the benefit of the 
7,000 policyholders of the former Amer- 
ican Life of Des Moines. Commissioner 
Fischer of Iowa has filed a complaint 
in federal district court against the 
American United Life, ‘Commissioner 
Emery of Michigan, and Dan Lydick of 
Fort Worth, Tex. The suit charged the 
defendants are “claiming and asserting” 
title to the securities which are deposited 
with the Iowa insurance department. 
The American Life of Des Moines was 
reinsured by the American Life of De- 
troit, which in turn is being reinsured 
by the American United. 

Mr. Fischer states that the money, ac- 
cording to Iowa law, was to cover the 
net value of policies held by the Amer- 
inan Life of Des Moines. 

Mr. Fischer seeks the records of the 
Des Moines company, alleged by him to 
be in possession of one of the defendants, 
and seeks to restrain collection of in- 
come by defendants from the securities 
he holds. 

_Mr. Fischer asks that the funds be 
divided among the policyholders  in- 
cluded in the Des Moines company busi- 
ness or applied to the purchase of rein- 
surance “for the benefit of said 
policyholders.” 














ACTION ROUTINE MATTER 


INDIANAPOLIS—Harry V. Wade, 
vice-president American United Life, has 
issued a statement that the complaint 
filed by the Iowa commissioner in the 
federal court at Des Moines had been 
expected and was a routine legal matter, 
The complaint filed in Des Moines is to 
determine jurisdiction over policyhold- 
ers, Mr. Wade said. Similar jurisdic- 
tional suits are expected from other 
quarters. 





Hearthstone Life Progress 


President F. P. Manly of the Hearth- 
stone Life of Indianapolis states that 
starting from scratch it received applica- 
tions for $2,500,000 and now has nearly 
$2,000,000 of paid for business in force. 
Its goal for this year is set at $3,000,000 
of new business, half from the present 
agency force and half from new men. 
President Manly states that the company 
now has a carefully picked and well 
trained agency staff. 





To Move Reserve Loan Soon 


The home office of the Reserve Loan 
Life will be moved to Dallas, Tex., 
within the next 60 days, Frank H. Davis, 
president, announces. The company’s 
Indianapolis building will be sold or 
leased. Mr. Davis said all the 60 em- 
ployes of the home office have been 
invited to continue with the company 
in Dallas, but many have declined. 





Postpone Agricultural Hearing 


LANSING, MICH.—Hearing on the 
petition of Selwyn Lambert, Bay City, 
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former president Agricultural Life, seek- 
ing to intervene in custodianship pro- 
ceedings involving that company, was 
postponed indefinitely with a prospect 
that the case will be considered entirely 
on briefs. Mr. Lambert, both a large 
policyholder and stockholder, contends 
that the existing departmental conserva- 
torship is resulting in heavy loss of 
business and that cost of the custodian- 
ship has been excessive. 


New Canadian Company President 

M. J. Smith has been elected presi- 
dent and general manager of the Equita- 
ble Life of Waterloo, Ont., succeeding 
J. L. Ralston, who relinquished the 
presidency when he was appointed min- 
ister of finance for the Dominion. Mr. 


Smith has been with the Equitable since 
its organization in 1920, serving succes- 
sively as secretary and general manager. 

The company’s new business in 1939 
was 15 percent higher than in the pre- 
vious year, while new settled business in 
December was 41 percent above that for 
the corresponding month of 1938. 





Commissioner Caminetti has approved 
a reinsurance agreement whereby the 
National Guaranty Life of Los Angeles 
(Chapter 9 company) took over the busi- 
ness of the Mt. Whitney Life (Chapter 
8 company) which has been in conserva- 
tion for some time. 

‘(C. B. Fox, president Aluminum Ore 
Company, has been elected a director of 


the General American Life. 








AMONG COMPANY MEN 





Franklin Life Names 
Mozingo Southern Manager 


A. V. Mozingo has been appointed 
manager of agencies for all southern ter- 
ritories of Franklin Life, including 
Texas. 

Mr. Mozingo was born in Madison, 
Fla., and began writing life insurance 





A. V. MOZINGO 


at age 18. After five years of personal 
production he spent 16 years as branch 
office manager and superintendent of 
agents for Jefferson Standard Life, fol- 
lowed by eight years as agency vice- 
president of Volunteer State Life. He 
was also with Protective Life for a time. 

Mr. Mozingo became associated with 
President C. E. Becker of Franklin Life 
who is also president of Great American 
Life of San Antonio, Tex., about a year 
ago when he was appointed manager of 
north and east Texas. He is to take 
over management of Franklin southern 
territories. 


Henry E. Niles Now Agency 
Head of Baltimore Life 


Henry E. Niles, formerly assistant 
manager of the Sales Research Bureau, 
has joined Baltimore Life as superin- 
tendent of agencies. Mr. Niles has en- 
gaged in a great deal of research and 
has produced some very interesting ma- 
terial in the agency field. He gave an 
address at the last meeting in Chicago 
of the Research Bureau and Life Agency 
Officers. - 

Mr. Niles’ first business position was 
with Baltimore Life during his college 
vacations. From 1923 to 1930 he was 
assistant manager of the bureau and 
has just concluded some special work 
for it. Since 1931, he and his wife, 
M. C. H. Niles, have been consultants 
in management. They are joint authors 


of the book, “The Office Supervisor, 
His Relations to Persons and to Work.” 
Mrs, Niles is working on a sequel to 
the book. 


J. P. Fallon Assistant Actuary 


Joseph P. Fallon has been appointed 
an assistant actuary of Penn Mutual. He 
has been with the company since 1927, 
is a fellow of the Actuarial Society of 
America and a fellow of the American 
Institute of Actuaries. He is a graduate 
of the University of Pennsylvania, 








Names Two Assistant 
Managers of Agencies 








LAWRENCE J. DOOLIN 


Calvin L. Pontius, supervisor of agen- 
cies of Fidelity Mutual Life since 1935, 
and Lawrence J. Doolin, who has been 
with Fidelity in a similar capacity since 
July, 1939, have been appointed assistant 
managers of agencies. 

Mr. Pontius, following several years 
in the investment business, after gradu- 
ating from the University of Minnesota, 
entered the life insurance field with Can- 
ada Life in 1924. This connection lasted 
seven years and was followed by a year 
with John Hancock. From 1932 until he 
joined Fidelity in 1935 he was agency su- 
pervisor for the R. M. Hamburger 
agency of Northwestern Mutual in Min- 
neapolis. 

Mr. Doolin entered the business as 
agent in 1923 and was later appointed 
district manager for Equitable Society in 
charge of New Hampshire. In 1929 he 
became associated with the Sales Re- 
search Bureau, and in 1933 became the 
head of its consulting service. He was 
also a member of the budget and the 
management committees of the bureau. 
He is a graduate of the University of 
Vermont. 
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Unusual insurance-investment plans! Columbus Mutual is 
known throughout the field for them! And through this serv- 
ice you can take advantage of such plans. You can increase 
your earnings and simplify your interviews . . . because these 
plans not only afford unique combinations of benefits, but are 
also “packaged” for easier selling. Clients understand them 
and prefer them! Just for example check our— 


PREFERRED GUARANTOR 


A plan for preferred risks that provides $50.00 per month disa- 
bility and in case of death will pay the family $1,000.00 in cash 
plus $50.00 per month income for approximately 10 years 
(determined by length of time plan has been in force). At age 
35 a monthly saving of only $14.20 is required, and the guar- 
anteed cash value at age 65 is $3,036.00 plus accumulated divi- 
dends. First year dividends are $14.72. An attractive insurance- 
investment plan affording financial security! 


White James A. Preston, Sales Mgr. 
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LIFE SALES MEETINGS 





Marcusen Reports 


Substantial Gains 


SALT LAKE CITY — Substantial 
gains in 1939 were reported at the annual 
convention of the Pacific National Life’s 
production clubs and agency managers 
here by President Carl R. Marcusen. 
New business totaled $6,005,391, a gain 
of $40,518. Insurance in force totals 
$16,952,655, a gain of $1,772,406. Pre- 
mium income, exclusive of annuities, 
amounted to $478,449, an increase of 11.7 
percent; total income, exclusive of annu- 
ities, $585,172; an increase of 11 percent. 

Mr. Marcusen announced the launch- 
ing of the Premier Million Dollar Club, 
five agencies having attained a million 
dollars of insurance in force. They are: 
J. Milton Olsen, Cheyenne, Wyo., R. W. 
Evans, Butte, Mont.; Ford E. Dunton, 
Spokane, Wash.; Othello Hickman, 
Logan, Utah; Insurance Sales Corpora- 
tion, Salt Lake City, Utah. 

President Marcusen cited Roger Bab- 
son's prediction that the first six months 
in 1940 will be the best since 1929 in 
analyzing future prospects. Corporation 
dividends are up, payrolls will be 20 per- 
cent to 25 percent higher, and farm 
prices will be slightly higher. ‘“Con- 
fidence in life insurance is unshaken. It 
is still the superior means of meeting 
man’s needs.” 


Urges Careful Selection 


In discussing how the medical depart- 
ment and the agency can operate to the 
mutual advantage, Dr. T. Ward, 
medical director, urged agents to select 
risks with care. 

Secretary Nephi L. Morris discussed 
the elimination of waste by improving 
the lapse rate. The only worthwhile 
business is that which persists. Policy 
loans should be discouraged as they lead 
to lapsation. “No agent of this company 
should be guilty of encouraging the 
lapsation of a policy in some other com- 
pany, great as is the temptation at 
times,” he declared. 

Ray H. Peterson, agency manager and 
E. H. Gamette, agency auditor, spoke. 
\t a luncheon in charge of Arthur M. 
Jacobs, general agent at Provo, Utah, 
a skit entitled “The Office Force and 
Their Troubles,” was given. A guest was 
Salt Lake City’s new mayor, D. A. Jen- 
kins. 

The afternoon session was addressed 
by Dwight E. Keider, Omaha, director 
of agencies Guarantee Mutual Life; 
Frank Mozley, Beneficial Life, president, 
Salt Lake Association of Life Under- 
writers; A. E. Buckwell, Travelers, 
president Utah Life Managers Associa- 
tion and Frank W. Bland, The NATIONAL 
UNDERWRITER, San Francisco. The recep- 
tion and Production Club dinner dance 
were oustanding events. 

The last morning session was devoted 
to the discussion of agency problems. 
The luncheon was in charge of Fred E. 
Dunton, Spokane general agent. At the 
concluding session General Agent Olsen 
of Cheyenne, and W. A. Crowder, Salt 
Lake City, agency manager Banker’s 
Life of Iowa, spoke, followed by a round 
table discussion and awards by President 
Marcusen. The President’s Cup winner 
was the Insurance Sales Agency, Salt 
Lake City, A. W. Conover, manager. 


Minnesota Mutual Life 
Holding Regional Meetings 


Another series of regional meetings 
for Minnesota Mutual Life agents got 
under way Jan. 15-16 at Southern Pines, 
N. C., for agents in North and South 

Carolina, Virginia, eastern Tennessee 
and eastern Kentucky. Other sessions 
will be held at Mineral Wells, Tex., 
Jan. 19-20 for Texas, Oklahoma and 
southern Kansas; San Diego, Jan. 22-23, 
for California and Arizona, and St. Paul, 
Tan. 26-27, for Minnesota, North and 
South Dakota, Iowa and eastern Ne- 





.dance at which Mr. 


braska. These latter dates coincide with 
the opening of the St. Paul winter car- 
nival, so that the visiting agents will be 
able to get a glimpse of this spectacle in 
which the Minnesota Mutual home office 
always plays a large part. 

Immediately following the St. Paul 
meeting will be one at Martinsville, Ind., 
for agents in Illinois, Indiana, Michigan, 
Ohio, Missouri, western Tennessee and 
western Kentucky. The last of the group 
gatherings will come early in February, 
in Seattle for Oregon, Washington and 
Montana men and in Colorado Springs 
for Wyoming, Colorado and western 
Nebraska. 

President Phillips took part in the 
opening meeting at Southern Pines; 
Vice-president E. A. Roberts will be at 
the Texas gathering and Vice-president 
H. W. Allstrom at the Martinsville ses- 
sion. H. J. Cummings, vice-president in 
charge of agencies, will attend all the 
meetings. 





Continental American Field 
Men Meet in Wilmington 


Continental American Life agents are 
holding their annual convention in Hotel 
duPont, Wilmington, Del. A manage- 
rial conference is being held Friday with 
L. W. S. Chapman, sales consultant Sales 
Research Bureau, and A. C, Palmer, di- 
rector of training R. & R. Service, Indi- 
anapolis, on the program. 

Manuel Camps, Jr., New York general 
agent John Hancock Mutual, is to speak 
in the Friday general session, and E. 
Kobak, vice-president of Lord & 
Thomas, New York advertising agency, 
Saturday on “Qualifications for Selling.” 

W. M. Rothaermel, agency vice-presi- 
dent, and other home officials are taking 
part. 


Schnell Agency Convention 
Is Held at Peoria, Ii. 


Improvement in the life insurance 
business was predicted by A. E. Patter- 
son, agency vice-president Penn Mutual 
Life, at the annual sales congress of 
the Frederick A. Schnell general agency, 
Peoria, Ill. Other businesses are flour- 
ishing, he said, and millions of workers 
are earning money to invest in life in- 
surance. 

General Agent Schnell presided. His 
agency ranked seventh in the company 
last year. Wayne S. Porter of Cham- 
paign was leading producer in the 
agency and F. R. Luthy was Peoria 
leader. 

Mr. Patterson was accompanied by L. 
J. Oswald, Jr., agency assistant at thd 
home office, who was introduced and 
spoke briefly. 

There were morning and afternoon 
‘sales meetings devoted to educational 
and inspirational talks, a luncheon and 
the day was wound up by. a dinner- 
Patterson spoke 
and Mr. Schnell, who is president Peoria 
Association of Life Underwriters, was 
toastmaster. About 60 agents attended 
the evening function and 25 were at the 
business session. 





Cameron & Carroll Rank Fifth 


OSHKOSH, WIS.—Ninety-eight as- 
sociates in the Cameron & Carroll gen- 
eral agency here for the Northwestern 
Mutual Life, attended the annual meet- 
ing and dinner. M. A. Carroll, associate 
general agent, presided. Grant L. Hill, 
director of agencies; Warren Lundgren, 
assistant director, and Dr. Allan Sivyer, 
assistant medical director, from the home 


office; Judge Clayton Van Pelt, Fond 
du Lac, Wis., member of the policy- 
holders’ examining committee, and 


Louis Schriber, Oshkosh, resident trus- 
tee, were present. 

The agency reported $4,710,095 in new 
paid-for business in 1939, placing fifth 
among all agencies, compared to seventh 
place in 1938. The Cameron & Carroll 


agency was also second in both per 
capita insurance sold and for the number 
of lives paid for. 

For the fifth consecutive time, Lyle 
O’Connor led in paid business. Other 
leaders were F. L. Pike, Oxford; W. J. 
Gruett, Thiensville, and A. R. Woog, 
Random Lake, Wis. Twenty agents won 
awards of merit for production. For 
the fourth consecutive year, George R. 
Wettengel, Appleton, Wis., won the dis- 
trict agents’ cup. 





Gains in Retention Reported 


SEATTLE—The federal social secur- 
ity program has made the public more 
conscious of insurance needs, W. 
Schuppel, executive vice-president, de- 
clared at a meeting of Oregon Mutual 
Life agents here. The most significant 
factor in 1939 results is the marked gains 
in retention of policies. 

Mr. Schuppel credited the 1939 lapse 
rate improvement to the growing aware- 
ness of insurance needs. Preliminary 
figures for 1939 indicate a $250,000 gain 
in the Oregon Mutual’s new sales. 


Mutual Life Has Oregon Rally 


PORTLAND, ORE.—Four prize 
winners were announced at the Oregon 
convention here of the Mutual Life of 
New York, with about 60 in attendance. 

G. A. Knutsen was awarded the 
agency shield as the leader in paid 
volume for 1939. J. V. McCutchan, 
Cowlitz county district manager, won 
the Wilbur K. Good cup for the best 
district showing. W. Ray Boyle cap- 
tured the J. P. Mulder cup for the great- 
est percentage of increase over the 
preceding year and Mrs. G. A. Hoss 
received a prize as leader in production 
for the women’s department. 








Equitable Parleys in Texas 


DALLAS — The Equitable Society 
opened the year with a series of agency 
meetings directed by Manager W. W. 
Klingman and W. E. Bilheimer, assist- 
ant manager. Agents in the Northeast 
territory met here. Lloyd W. Klingman, 
Dallas manager, assisted in arrange- 
ments. Carl Wollner, president Panther 
Oil & Grease Company, Fort Worth, 
spoke on “Serving Human Needs in 
1940.” 

At the Houston gathering Harold J. 
Rossman, manager there assisted. Sam 
Lustgarten, Chicago, manager of the 
Equitable, spoke on “Going Places in 
1940.” 

At the San Afitonio meeting, Chester 
W. Klingman, San Antonio agency 
manager, assisted. The guest speaker 
was H. H. Ochs, merchant, who dis- 
cussed serving human needs. Mr. Ochs 
said the life underwriter is rendering a 
service which places him above the 
name cf salesman as that term is or- 
dinarily understood. 





Fischer at Peoria Meeting 


Chester O. Fischer, vice-president 
Massachusetts Mutual Life and its for- 
mer Peoria general agent, was chief 
speaker at the annual meeting of the 
Reuling & Williamson agency in Peoria, 
Ill. The agency now ranks ninth among 
agencies. Leading producer in 1930 was 
M. L. Landwirth, Peoria. F. D. Mur- 
phy, Champaign, was second and F. E. 
Cavette, Peoria, third. 





Wiedermann Agency Confers 


The B. A. Wiedermann agency of the 
Union Central Life in San Antonio at- 
tended a one day sales conference at 
which plans for 1940 were discussed. 
The company’s new “Quotagraph,” sales 
record book, was studied. Mr. Wieder- 
mann conducted a round table on pros- 
pecting. Family needs approaches and 
effective methods of analyzing these 
needs were discussed. 


Mutual Life Agents Visit Falls 


BUFFALO—More than 35 managers 
and agents of the Mutual Life of New 
York from all parts of the state who 
qualified in a three-month sales contest 
assembled here for a trip to Niagara 








Falls.. W. M. Smith, Buffalo manager 
was in charge. Alan Jackson, 
Jamestown, was presented with the state 
cup for the largest amount of business. 
Howard Dailey, Elmira, won the state 
cup for the largest number of cases, 


and the Buffalo agency took the cup 
awarded for doing the best all-around 
job. 


Managers present included Herbert S. 
Manthe, Albany; Myron Baxter, Syra- 
cuse, and Earl W. Yago, Rochester, 


Texas Prudential Parley in Dallas 


DALLAS — Seventy-five representa- 
tives of the Texas Prudential of Galves- 
ton from north Texas attended a sales 
congress here. Among home office men 
attending were S. E. Kempner, presi- 





dent; T. E. Flick, vice-president and 
secretary, and R. W. Rogers, agency 
manager. 





State Farm Parley in Michigan 


LANSING, MICH.—Some 300 Mich- 
igan agents of the State Farm companies 
held a rally at Michigan State College 
with several home-office executives in 
attendance. The Michigan State Farm 
Bureau’s insurance division utilizes the 
ee of these carriers. 

x. J. Mecherle, board chairman. and 
cS H. Fowler, Lansing, district agent, 
spoke. 





Paul R. Sawyer, accident and health 
manager of Kentucky Home Mutual 
Life, conducted regional agency meet- 
ings at Indianapolis, Cleveland and Cin- 


INDUSTRIAL 


Washington National 
Revises Divisional Work 


Curtis P. Kendall, vice-president of 
Washington National of Evanston, IIl., 
has been placed in charge of the field ac- 
tivities of all five industrial divisions. 














CURTIS P. KENDALL 


Mr. Kendall is well known to the busi- 
ness. He is chairman of the Industrial 
Section of the American Life Conven- 
tion. 


Management Changes 


Changes have been made in the man- 
agement of the various divisions. Assist- 
ant Vice-president J. L. Loarie is in 
charge of the northern division; Assist- 
ant Secretary F. L. Ramey is in charge 
of the central; Assistant Secretary M. 
W. Caskey, southern; Assistant Vice- 
president John B. Blandford, eastern; 
Senior Vice-president C. B. Crawford, 
assisted by Assistant Vice-president W. 
A. James, western. 

Mr. Kendall previously had been man- 
ager of the central division. Mr. Ra- 
mey had been associated with him in 
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that work. Mr. Caskey also had formerly 
been associated with the central division. 





Knights Life Meetings 

The Knights Life of Pittsburgh has 
been having a series of functions. The 
annual conference of the district super- 
intendents of the 24 offices in Pennsyl- 
vania was held first at the head office. 
Addresses were made by President J. H. 
Reiman, W. C. Ley, superintendent of 
agencies, J. J. Hess, secretary, and man- 
agers of the various home office depart- 
ments. Allotments were made for 1940. 
On the evening following the annual 
dinner and reunion, all were guests of 
the home office officials at the Buhl 
Planetarium. The next week the home 
office employes had a very enjoyable 
party, the officials participating. Then the 
next week the various home office spe- 
cial canvassers, both industrial and ordi- 
nary, went to the home office for a joint 
conference. Plans were laid for better 
and bigger achievements during the 
present year. 





Increases Weekly Premium Benefits 


In view of the excellence of its invest- 
ments, together with savings through 
improvement in mortality ratio and 
economy of operation, Western & South- 
ern Life is increasing benefits under its 
weekly premium policies effective Jan. 
1, 1940. The increased benefits are re- 
troactive on all weekly premium policies 
of the same class, according to C, F. 
Williams, president. 





Metropolitan Veterans Elect 


Veterans of the Metropolitan Life at 
their annual meeting in St. Petersburg, 
Fla., elected C. P. Van Truen, New 
York, president; Fred W. Bowman, 
Chicago, vice-president, and J. W. 
Doxey, New York, secretary-treasurer. 





Estes for State Supervision 


“Plea for Privately Conducted Insur- 
ance—Through Agency System—State 
Supervised,” including a memorandum 
on the activities of the National Tem- 
porary Economic Committee, has been 
issued by General Counsel P. M. Estes 
of the Life & Casualty of Nashville. He 
is also chairman of the law committee 
of the Industrial Insurers Conference, 
but the pamphlet is published by Mr. 


GENERAL AGENCY NEWS 





Connecticut Mutual Life 
Awards Are Announced 


John H. Thompson, Hartford general 
agent, Connecticut Mutual Life, was 
awarded the “President’s Organization 
Trophy” for achieving the best record 
in organization development during 1939. 
The presentation was made by President 
J. L. Loomis at the annual meeting of 
the general agents in Hollywood, Fla. 
Mr. Thompson has been with the Con- 
necticut Mutual since 1897 and general 
agent in Hartford since 1913. 

Runners-up to Mr. Thompson in the 
competition were: M. M. Goldstein, 
New York; J. G. Hill, Nashville; J. A. 
Ramsay, Newark, and R. N. Waddell, 
Pittsburgh. 

Those general agents leading their re- 
spective divisions in new business were 
also honored at the meeting and received 


awards from Vice-president P. M. 
Fraser, J. M. Fraser, New York; J. G. 
Hill, Nashville; C. F. Merrifield, Port- 


land, Ore.; John A. Ramsay, Newark; 
J. H. Thompson, Hartford, and C. J. 
Zimmerman, Chicago. 

Another award which Connecticut 
Mutual general agents compete for is 
that given in recognition of an out- 
standing record in maintaining life insur- 
ance protection in force. Secretary 
H. H. Steiner, presented certificates to 
the following general agents for leading 
their respective groups in conservation: 
K. W. Jacobs, Milwaukee; S. L. Morton, 








Estes in his capacity as general counsel 
of the Life & Casualty. The preface of 
Mr. Estes states that the memorandum 
is issued “in behalf of our policyholders, 
our agents and our companies.” Copies 
of the pamphlet, which presents an il- 
luminating picture of affairs, will be 
mailed on request to Mr. Estes, in care 
of the Life & Casualty Insurance Com- 
pany, Nashville, Tenn. 





Emile Pechon, 72, for 30 years super- 
intendent of the McMahon & Sons In- 
dustrial Life, died in New Orleans. He 
had been active in life insurance for 47 
years and before going with the Mc- 
Mahon company was with the Metropoli- 
tan Life. 
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TWO RECORDS SMASHED! 





@ Business received in the Home Office October 30 
surpassed all previous Company records for daily pro- 


duction. 


© New business for the week of October 23rd was the 
largest in the history of the Company. 


@ There is a reason for it! 


Republic National Sales 


aids are helping agents to sell as they have never sold 


before. 


Direct Agency Inquiries to: 
M. Allen Anderson, Director of Agencies 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


THEO: P. BEASLEY 


* PRESIDENT 


HOME OFFICE 








Known Far and Wide as 
An Agency Minded, 





Old Line, Legal Reserve, Life Insurance Co. 


Missouri INsuRANCE COMPANY 


“Established 1907” 
HOME OFFICE: ST. LOUIS 


H. G. Zelle, Executive Vice-President 





James C. West. President 














J. L. and W. Ray Moss, 
E. .D. Shepherd, Houston; 
Hartford, and H. C. 


St. Louis; 
Louisville; 
J. H. Thompson, 
White, Detroit. 


Stone Agency Has Big Gain 

The Sam J. Stone general agency of 
the Franklin Life in Peoria has shown 
much progress since Mr. Stone became 
general agent a year and a half ago. At 
that time the agency was in 34th place 
and it is now in eighth place with an 
increase in paid business during 1939 of 
200 percent. W. B. Stone, Peoria, and 
Curtis Gleason, Princeton, Ill., are its 
leading producers. 





Company Fetes No. 1 Agency 


The home office agency of Phoenix 
Mutual Life won the distinction of being 
the leading agency of the company in 
1939. This group produced in excess of 
$3,500,000 in new life insurance and set 
a high mark in paid premiums. 

At a luncheon meeting, Col. D. Gor- 
don Hunter, vice-president and agency 
manager, commended the agents and 
presented awards to the leaders. Top 
honors went to Joseph M. Ward who, in 
addition to winning the agency cup, was 
presented a plaque signifying the com- 
pletion of 15 years of consecutive week- 
ly production. 

«. H. May and Kenneth Catlin are 
co-managers of the agency. 





Maclean Is Detroit Speaker 


A. T. Maclean, vice-president Massa- 
chusetts Mutual Life, was the principal 
speaker at the 85th annual meeting of 
the Detroit general agency. 3 
Lackey, general agent, entertained his 
agents at luncheon. Mr. Maclean ex- 
tended recognition for long and faithful 
service to E. E. Maten, who completed 
40 years with the Detroit agency this 
month, and E. L. Warner, 25-year 
veteran. 


Price Honors Schnabel Agents 


Ralph Price, vice-president Jefferson 
Standard Life, has completed a tour of 
the Texas agencies. He was honored in 
San Antonio at a luncheon at the home 
of O. P. Schnabel and Mrs. Schnabel. 
J. H. Schnabel was presented with a 
10 year service pin by Mr. Price. W. J. 
Schnabel as a five year member of the 
Julian Price Club; and W. P. Fogarty 
as a 24 month member of the Twelve-a- 
Month Club received awards. A. G. 
Janszen, the oldest representative in 
point of service west of the Mississippi, 
was recognized. The San Antonio 
agency was the leading agency in Texas 
in 1939 and the third in the United 
States. 


Miller Agency Up 300 Percent 


Lamber Case, director of the Life In- 
surance Personnel Clinic, and J. F. Wil- 
liams, leader in number of applications 
secured in 1939, were principal speakers 
at the annual meeting of the Arthur E. 
Miller agency of the Union Central Life 
in St. Louis. Mr. Miller reported that 
new business of the Union Central in 
St. Louis for 1939 was 300 percent more 
than in 1938, and exceeded any year 
since 1932, 








Bouquet for Jess W. Moore 


The J. F. Trotter agency of Mutual 
Life of New York in Kansas City has 
published a special bulletin in acknowl- 
edgment of the accomplishment. of Jess 
W. Moore, district manager at Spring- 
field, Mo. Mr. Moore, who is president 
of the Missouri Life Underwriters As- 
sociation, led the Kansas City agency in 
paid for during 1939 and earned the spe- 
cial honor roll. He paid for $324,000 
of full annual premium business. 

The Kansas City agency showed an 
increase of 2 percent in paid for in 1939. 
This was the third consecutive year of 
increased production, E. W..Scott, dis- 
trict manager at Kirksville, "Mo., was 













the leader in number of lives paid for. 
He paid for 92 lives. 





H. R. Smith Opens New Quarters 
Vice-president Ralph C. Price of Jef- 
ferson Standard Life went to Houston 
the other day to inspect the new quar- 
ters of the Horace Russel Smith agency 
in the Gulf building. There is a private 
office for each agent and comfortable 
space for agency meetings. The cash- 
ier’s department is organized on an es- 
pecially efficient basis. The agency in- 
cludes 23 producers. The production 
last year was $2,000,000. The agency has 
$12,000,000 insurance in force and has 
shown a net gain in that respect every 
month for 84 consecutive months. 





Montgomery Agency Is Opened 

President Ellsworth Regenstein and 
R. Paul Grider, agency supervisor of 
Kentucky Home Mutual Life, attended 
the opening of the new general agency 
at Montgomery, Ala. It is in charge of 
James A. Britton. Enroute thyy also 
visited the Nashville office. 





Howard A. Austin Retires 


Howard A. Austin, manager of the 
Prudential ordinary department in Kan- 
sas City 33 years, ‘and 35 years with the 
company, is retiring Feb. 1 at the age 
of 60. He will be succeeded by Glen 
S. Baker, assistant manager of the St. 
Louis office. 

Mr. Austin has on several occasions 
written more than $1,000,000 of busi- 
ness a year and in one year produced 
$3,000,000. 





The Hays & Bradstreet agency of 
New England Mutual Life at Los An- 
geles at the end of 1939 was‘second only 
to the home office agency in paid for 
business. At the end of the previous 
year Hays & Bradstreet stood No. 9 
in the New England Mutual ranks. 


COMMONWEALTH LIFE 


OFFERS A POLICY FOR 
EVERY LIFE Contingency 


POLICIES ARE ISSUED 
5, aR 3 A ASS ELC ALATA, 
FROM BIRTH TO THE 
AGE OF SEVENTY > 


Our unique Optional 
Life and Endowment 
Policy is so very flex- 
ible that it actually 
provides a complete 
life insurance pro- 
gram. 


®Commonwealth Life’s 
plan of Cordial Co-op- 
eration is enabling sales- 
men to build bigger in- 
comes more quickly. For 
full information write to 


WALTER S. SCHNEITER 
Secretary of Agencies 


lth Life 


COMPANY 
LOUISVILLE, KY 





Common Wed 


INSURANCE 
HOME OFFICE 
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ALABAMA CALIFORNIA (Cont.) FLORIDA (Cont.) ILLINOIS (Cont.) 
ENCEL Norris, Beggs & Simpson | | COASTAL REALTY SERVICE, INC.| | PAUL STEINBRECHER 
— AND COMPANY 


REALTY COMPANY 
Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 








Coastwide Service 


PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 


243 Kearney Street 
SAN FRANCISCO 


PORTLAND, SAN FRANCISCO, SEATTLE 








Wagg Building 
West Palm Beach, Florida 
SALES — LEASES — 
APPRAISALS 
PROPERTY MANAGEMENT 


Branch offices: Palm Beach and 
Fort Lauderdale, Florida 








Specialists in the 
SALE, MANAGEMENT AND 
APPRAISAL OF CHICAGO 

REAL ESTATE 


7 S. Dearborn St. 
CHICAGO, ILL. 





ARIZONA 





Real Estate—Property Management 
Insurance—Complete Rental Service 


FRANK H. FINNICAL 
239 North Central Ave. 
Statewide Service 


PHOENIX, ARIZONA 











ARKANSAS 
READ - STEVENSON & DICK 


INC. 
Property Management 
ing 
Mortgage Loans 


A. C, Read II R. Redding Stevenson 
E. Dick 





109 Seath Main Street 
LITTLE ROCK, ARKANSAS 











CALIFORNIA 
Property Management 


SALES—INSURANCE 


Loans—Rentals 
Member Mortgage Bankers Association 


CARL F. BURRELL 


Security Title Insurance Bldg. |} 
LOS ANGELES, CALIF. 


F. D. COURNEEN 
M. a e 
PROPERTY MANAGEMENT 


All Classes 
Industrial—Sales, Rentals, 
Leasing—Appraisalse— Loans 
Covering Metropolitan Oakland Area 
415 Financial Center Bldg. 
Oakland, Calif. 




















§20-24 Commonwealth Building 
SAN DIEGO. CALIFORNIA 
Property Management 
LOANS — LEASING 
SALES — APPRAISALS 
GENERAL INSURANCE 


Property Management Equitable Life Assarance Society 








COLORADO 





Appraisers 
Property Managers 
Sales 

Loans 


A. D. Wilson & Co. 





1730 Calif., Denver, Colo. 








FLORIDA 


GEORGIA 





ADAIR REALTY AND 
LOAN COMPANY 


LOANS 


Real Estate 
Insurance 


Healey Bldg. 


Renting 
Chain Store Leasing 


Atlanta, Ga. 











Property Management 
Mortgages—Sales 
Appraisals 


«a. HAUGHTON -. 


COMPANY 
108 West Bay St. Jacksonville, Florida 


ALB; 
RENTING 
BUYING-SELLING 


NG: & SON; 


INSURANCE a 


37 BULL street SAVANNAH,GEORGIA 


PROPERTY MANAGEMENT 











SWAN-LORISH 


Se Aled dha Sam A RR 





Expert Property Management 
Salee—Loans—Appraisals 
Property Surveys 


Chicago 











INDIANA 





PROPERTY MANAGEMENT 


APPRAISALS 
Sales - Leases 
Insurance - Mortgage Loans 


428 Illinois Bldg. Riley 2315 


INDIANAPOLIS 











ILLINOIS 








WILLIAM H. GOLD CO. 
Security Building, 
Miami, Florida 
e 
MORTGAGE LOANS 


REALTOR 
PROPERTY MANAGEMENT 


Ralph W. Applegate and Co. 


SALES AND LEASES 


PROPERTY MANAGEMENT 
COMPLETE MORTGAGE FINANCING 
GENERAL INSURANCE 


Chicago Real Estate Board 
National ioe. of Real Estate Beards 
Chieage Board eof Underwriters 


Continental Illinois Bank Bldg. 


CHICAGO 
FRANKLIN 7878 











Property Management 
General Brokerage 
A — 


McNUTT-HEASLEY 
REALTORS 


ORLANDO, FLORIDA 


HARRINGTON 


INDUSTRIAL - COMMERCIAL 


MANAGEMENT SALES 
APPRAISALS RESEARCH 


— CHICAGO — 








Tampa's Leading Management Firm 


JAY HEARIN INC. 
REALTORS 


Property Management * 
Insurance 
Rentals 
Sales 
Loans 
Members Institute of Real Estate Management 


Mass Bldg., Tampa, Florida 








HOOKER and SLOSSON 


140 South Dearborn St. 


APPRAISALS 


Property Management 
Sales 
Leasing 
JOHN P. HOOKER, M. I. A. 
Complete Service Metropolitan Aves 


Chicago, Ilinois 











Property Management 
Appraisals 
Sales Leases 


KLEIN & KUHN 


Guaranty Bldg. Indianapolis 
George A. Kuhn, M. A. I. 











KENTUCKY 





PROPERTY MANAGEMENT 
Appraisals 


GOODMAN ano HAMBLETON 


INC. 
6th Floor, Louisville Trust Bldg. 
Harry W. Goodman, Appraiser 


LOUISVILLE, KY. 











LOUISIANA _ 





Real Estate 
LEO FELLMAN & CO. 


Established 1903 


Property Management 
Mortgage Loans 


829 Union St., New Orleans 
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MICHIGAN 


MISSOURI (Cont.) 


OHIO (Cont.) 





L. A. EWALD, INC. 


Property Management 
Appraisals, Leases, General 
Real Estate, Industrial Property 
Investment Counsel 
* 


2536 Union Guardian Bldg. 
DETROIT, MICHIGAN 








Bank Just Past Its 80th Anniversary 
Real Estate Dept. in Its 40th Year 
ene Real Estate Service 


Sales 
11 


SS _.. 
Property Management 
Real Estate Dept. 


MERCANTILE COMMERCE 
BANK & TRUST CO. 
8th & Locust St. 

ST. LOUIS, MO. 





Property Management 
Appraisals 


Sales 
Mortgage Loans 


The Wm. J. Van Aken 
Organization 
1715 Euclid Ave. Cleveland, Ohio 




















H. G. WOODRUFF, INC. 
MORTGAGE LOANS 
Real Estate Management 
Appraisals 
We Cover the City 


Union Guardian Bldg. 
DETROIT, MICH. 





MINNESOTA 





THORPE BROS.., Inc. 


REALTORS 
Member—Institute Management 
Property Management 


Thorpe Bros. Building 
519 Marquette 
MINNEAPOLIS, MINNESOTA 


NEW JERSEY 





SEELY CADE, Inc. 


26 Journal Square, Jersey City 
REAL ESTATE 


Management Appraisals 
Member—Institute of Management 











NEW MEXICO 





Statewide Realtor Service 
SAVAGE and SGANZINI 


Property Management 
Loans 
Rentals 
Leasing 
Selling 
Complete Insurance Company Service 
209 South Fourth St. 
Albuquerque, New Mexico 











M. R. WATERS & SONS, INC. 
BAKER BLDG. 
Property Management 
Leasing—Selling 
Mortgage Loans 


Covering Metropolitan Area 
Twin Cities 


MINNEAPOLIS, MINN. 





HOWARD R. BURGESS AND CO. 


Member M. A. I. 
Property Management 
Appraisals 
Leasing—Selling 
Mortgage Loans 
Complete Real Estate Service 

Also Servicing Dayton 
Home Office—Neave Bldg. 


CINCINNATI, OHIO 














DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
. McNeil S. Stringer, Pres. 


Raymond T. Cra Craginé & Co. 
Raymond T. Cragin, 
PROPERTY MANAGEMENT 
APPRAISALS 
LOANS 
LEASING 
Covering Complete Metropolitan Area 
National City Bank Bldg. 
CLEVELAND 














THE CUYAHOGA ESTATES CO. 


Mortgage Loans, Property 
Management, Appraisals 





REAL ESTATE 
Property Mgm’t. 
Appraisals 
Insurance 
F.H.A. Approved Migee. 
CONSULT: 


ba PV. Zinn & Co. 


Dependable since 1906 
whey Ee . ee 


37 North Third Si St. a Ohio 





OKLAHOMA 





UNITED SERVICE AND RESEARCH 
INCORPORATED 
Terminal Building 
OKLAHOMA CITY, OKLAHOMA 
COMPLETE SERVICE 
Appraisals R 
Loans 


Estate 
Management 
Sales—Leases 


RANCH OFFICES 
Metropolitan Bank Bids. 81 Madison Bids. 
Minneapolis, Minn. Memphis, Tena. 
Buhl Bids. 
Detreit, Mich. 








DARNELL-ZUENDT CO. 


Realtors and Insurors 


REAL ESTATE 
MANAGEMENT 
SALES — LOANS 
APPRAISALS 


Member of Institute of 
Property Managements 
Beacon Bldg., Tulsa, Okla. 





OREGON 





Norris, Beggs & Simpson 
Coastwide Service 


Property Management 
Sales—Leases 


Appraisals 
2nd Floor Wilcox Bldg. 
PORTLAND, OREGON 
PORTLAND, SAN FRANCISCO, SEATTLE 





PENNSYLVANIA 





PHILADELPHIA — SOUTH JERSEY 
PROPERTY MANAGEMENT 
MORTGAGES 
APPRAISALS 


Markeim-Chal mers-Ludington, Inc 
1424 Walnut Street, Philadelphia, Pa. 








TEXAS 





R. H. GAMBLE COMPANY 


REALTORS 

Kirby Building 

Dallas, Texas 

*® 

Specializing in 

Business Property—Industrials—Factory 
Sites—Leases—Loans 

Complete Property Management Service 








GEORGE W. WORKS 
REALTOR 
Specializing in 
PROPERTY MANAGEMENT 
LEASING—SALES—LOANS 
APPRAISALS 
and INSURANCE 


DALLAS, TEXAS 








Property Management 
Appraisals 


Business Property Specialists 
Leases, Sales and Rentals, Loans 


LEAVELL & SHERMAN, Inc. 


109 N. Stanton St. El Paso, Texas 
(Established 1906) 








Complete 
REAL ESTATE SERVICE 


Gacy 





Property Management 


P 
111% WEST 7TH ST. 
FORT WORTH 








HAROLD W. KELLER 


M. A. L. 


Property Management—Appraisals— 
Loans—Sales 


Member Institute of Property 
Management 


1006-7-8 Travis Bldg. 
SAN ANTONIO, TEXAS 














UTAH 
PROPERTY MANAGEMENT, 
RENTALS, LEASES, 
APPRAISALS, SALES 


FIRST SECURITY TRUST CO. 



































M L Hickox Building 645 Market St., p Camden, F n, N. J. 
Real sate C. A. Mullenix, M.A.L ; “INSTITUTE OF REAL éstaré | | (Property Management Dept.) 
Property Management Pres. & Treas. INSTITUTE OF PROPERTY Salt Lake City, Utah 
ANAGEMENT 
Cleveland, Ohio 
MISSOURI TENNESSEE WASHINGTON 
A Complete Real Estate Service | | Stallar-Carpenter-Stofer, Inc. | | MILLARD NAILL & CO. | | Norris, Beggs & Simpson 
HERBERT V. JONES Complete an an Service i pascbeac notes Coastwide Service 
AND: COMPANY ay pte to sine: 5 gy PROPERTY MANAGEMENT 
Property Management poe car SALES—LEASES 
PROPERTY MANAGEMENT es yon _— APPRAISALS 
INSURANCE Leasing Record of 37 Successful Years REPUBLIC BLDG. 
; To 1900 Euclid Ave. 113 So. Court Ave, SEATTLE, WASH. 
300 BRYANT BLDG., KANSAS CITY, MO. CLEVELAND MEMPHIS, TENN. PORTLAND, SAN FRANCISCO, SEATTLE 
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WASHINGTON (Cont.) 











WEST & WHEELER 
REALTORS 
Property Management 
Complete Real Estate Service 
For the past 40 Years 


Entire 2nd Floor, Marion Bldg. 
Seattle, Wash. 











WISCONSIN 
ELDON B. RUSSELL 


and ASSOC. 
LOANS 
PROPERTY MANAGEMENT 
APPRAISALS 
RENTALS 
Experienced Insurance Activities 





Tenney Bldg. 
MADISON, WIS. 











Graham American Reserve ‘39 Ace 


The Paul Graham agency of Omaha 
was the leading American Reserve Life 
office for 1939. This agency produced 
$1,157,500 of written business and $1,- 
022,500 of paid-for. While Mr. Graham 
lives in Omaha, his agents are located 
throughout western Iowa and northern 
Nebraska. Mr. Graham is the only full- 
time life insurance man in the agency. 
All of his agents are bankers. 

In 1939 more than two applications for 
each working day were secured, and 
practically every time Mr. Graham was 
present when the application was taken. 
While his applications are not usually 
large, the persistency of his business is 
outstanding. 

As the leading personal producer Mr. 
Graham becomes president of the Amer- 
ican Reserve Eagle Club. 


New Missouri Hand Book 


The Underwriters Hand-Book of Mis- 
souri has just come from the press of 
THE NarionAL UNDERWRITER. This ref- 
erence book covers the state insurance- 
wise and gives complete information 
about ail the agents and 
licensed to operate in the state. 

It consists of 492 pages crammed full 
of interesting and helpful data and is 
invaluable to anyone interested in insur- 
ance in Missouri. 


STOCKS 


H. W. Cornelius of Bacon, Whipple & 
Co., 135 South La Salle street, Chicago, 
gave the following stock quotations for 
life companies as of Jan. 16: 














Par Div.* Bid Asked 
Aetna Life .... 10 1.40* 31% 3% 
Central, Ill. ... 10 gf, 9 11 
Cent. States Life 5 amare 1 2 
Colum, Natl. L.100 oe 68 72 
Conn, Genl. ... 10 .80 27 29 
Contl. Assurance 10 2.00 39 41 
Federal Life 10 ca 4% 544 
Great Southn. L. 10 1.30 20 23 
Kan. City Life.100 16.00 359 400 
Life & Cas. ... 3 50 21%% 18 
Lincoln Natl. .. 10 1.20 29 31 
No. Amer. Life. 2 Saw 2% 3 
N. W. Natl. Life 5 .30 12 14 
Ohio Natl. Life. 10 1.25 23 25 
Old Line Life... 10 .60 11 12 
Sun Life, Can. .100 15.00 270 310 
Travelers ..... 100 16.00 430 445 
Jnion Cent. Life 20 1.20 20 25 
Wis. National... 10 1.00 16 18 


NEWS OF LIFE 


ASSOCIATIONS 





Cannon Is Elected 
Florida President 


MIAMI, FLA.—The Florida Associa- 
tion of Life Underwriters at its annual 
Sales conference and convention here 
elected the following officers who take 
office July 1: 

President, G. P. Cannon, Mutual Life 
of New York, Tampa; vice-presidents, 
Miss Anna Barber, Aetna Life, West 
Palm Beach; A. R. Cassidy, Equitable 
Society, Miami; David Bird, Gulf Life, 
Orlando; Burton Webster, Penn Mu- 


tual, Jacksonville; secretary-treasurer, 
O. W. King, Gulf Life, Tampa. The 
1941 convention was awarded West 


Palm Beach. 

A call to arms was sounded by Presi- 
dent C. J. Zimmerman of the national 
association to prevent the control of the 
business from passing from the states to 
the national government. The sugges- 
tion that the government sell annuities 
cheaper than companies means that the 


30 percent “savings” would come out of 
the taxpayers pockets, he said. 
Becker Presides at Managers’ Parley 

The opening event was a Managers 
Conference presided over by Vice-Presi- 
dent E. J. Becker, Jacksonville, with 
open forum conducted by Mr. Zimmer- 
man. 

With President Earle M. Willis in the 
chair, the general session was opened by 
Howard C. Lawrence, Newark, president 
New Jersey association and general 
agent Lincoln National Life. He dis- 
cussed “What the Public Expects the 
Life Underwriter to Know.” President 
T. T. Phillips of the Gulf Life, Jackson- 
ville, presented the viewpoint of the ex- 
ecutive to the problems of the field 
forces. 

Commissioner Knott recalled that 
when he went into office in 1903 Florida 
life premiums were $1,355,246. In 1928 
they had grown to $24,359,303, with 
$706,015,450 in force. These figures in- 
creased to $30,432,111 and $907,688,130 
in 1938. 


Kenneth C. Ringer, southern super- 


intendent of agencies Metropolitan Life, 
spoke. In a humorous address, Frank 
K. Dunn, Washington, outlined “What 
Life Agents Should Know of the Social 
Security Act.’” He is the national infor- 
mational service director of the depart- 
ment of social service. Isadore Samuels, 
Denver, past president Colorado asso- 
ciation and New England Mutual gen- 
eral agent urges to “Keep Your Light 
Burning,” by keeping on the job. 

Albert W. Litschgi, Tampa, past 
president, responded to welcome by 
Mayor McGarry of Coral Gables, and 
William Revels, Miami association 
president. 





Toronto—James A. Hancock, superin- 
tendent Prudential of America, has been 
elected president. Vice-presidents are 
J. B. Nettelfield, Great-West Life; C. W. 
Mealing, North American Life; treasurer, 
A. J. Robertson, Metropolitan Life; sec- 
retary, J. S. MacPherson, Sun Life. 

Bay City, Mich—Frank D. Burdick 
has been named acting president in a 
reorganization move. Temporary  offi- 
cers were chosen at a meeting attended 
by several Michigan association officers, 
including K. W. Conrey, Grand Rapids, 
president; W. L. Burchill, Saginaw, vice- 
president, and H. B. Thompson, Detroit, 
secretary-counsel. Other new acting offi- 
cers are: Vice-president, KE. L. Harris; 




















Title Insurance Companies 


@ The title insurance firms whose cards are shown on this page have been selected after careful 
investigation. They have the recommendation and endorsement of The National Underwriter. 




















CALIFORNIA 


COLORADO 


OREGON 





Title Insurance—Escrows—T rusts 


Title Guarantee & Trust Co. 
Incorporated October 28, 1895 
Title Guarantee Building 
Hill at Fifth Street 
Los Angeles, California 














Specify 
TITLE PROTECTION 
From the 
LARGEST, MOST COMPLETE 
TITLE COMPANY IN THE WEST 
(Capital and surplus over $16,000,000.00) 
TITLE INSURANCE 
and TRUST COMPANY 


488 South Spring Street, Los Angeles 
Other Offices: Santa Barbara, San Luis ispo, 
Ventura, San Diego, Visalia, Bakersfield, Riverside. 


THE TITLE GUARANTY COMPANY 


Established 1911 
M. Elllett Houston, Pres. — J. Tate Dunean, Seey. 
Title Insurance Loans 
Real Estate Abstracts 


15TH & COURT PLACE 
Telephone Keystone 1251 
DENVER, COLORADO 











MISSOURI 














companies 


San Diego’s oldest and largest 
title insurance company 


Union Title Insurance 
aod ‘Trust Company 


Fa 
SECOND AVENUE UNION 


A> BROADWAY Bivins 
strength 
emeennmeieniell 











JAMES D. FORWARD 


eR eStOenT 


SAN DIEGO CALIFORNIA 


Complete title, escrow and 
trust services. 





CITY TITLE INSURANCE 
COMPANY 


68 Sutter Street 


Complete Title Service 


San Francisco, Cal. 








KANSAS CITY TITLE 


AND TRUST COMPANY 
KANSAS CITY, MISSOURI 
@ 

Complete Title Service 
for the Greater Kansas City area 
NATIONAL TITLE DEPARTMENT 


Over $700,000 Capital & Surplus 


TITLE INSURANCE 

ESCROWS . 

LOANS 

ABSTRACTS 

COMPLETE RECORDS 
Correspondents New York Life 


COMMONWEALTH, INC. 


415 S. W. Sixth Street 
Portland, Ore. 





UTAH 


INTERMOUNTAIN TITLE 
GUARANTY COMPANY 


TITLE INSURANCE 


Operates in Utah, Idaho and Califor- 

nia. Policies accepted by Supt. of 

Insurance of the State of New York. 
Home Office 


809 First National Bank Building 
Salt Lake City, Utah 














Title Insurance Corporation 
OF ST. LOUIS 
810 Chestnut Street 
McCune Gill, Vice-President 
Qualified with Insurance Depart- 
ments of Missouri and 
Eastern States. 
Only complete tract index in St. Louis 
City and County. 











OKLAHOMA 





AMERICAN FIRST TRUST CO. 


First National Bldg. 
Oklahoma City, Okla. 


e 
STATE-WIDE TITLE INSURANCE 


Under Supervision of State Bank 
Commissioner 








WASHINGTON 


WASHINGTON TITLE 
INSURANCE CO. 
Capital $1,350,000.00 

803 Second Avenue 


SEATTLE, WASHINGTON 
Statewide Title Service 
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secretary-treasurer, H. T. Plum; trus- 
tees, C. T. Porter, Harry Wiles, James 
McCulloch, and W. H. Wright. The old 
organization has not been functioning 
for several years. 

Flint, Mich.—Life underwriters should 
give intensive study to the government’s 
social security program in order that 
they may be in a position to provide 
the public with authoritative informa- 
tion, Arthur H. Dalzell, head of the John 
annonel Mutual’s field service, said. A 
great part of the public has extremely 
fallacious ideas about the coverage 
which can be corrected by well-informed 
life agents. 

Stratford, Ont.—R. C. Tomlinson has 
been elected president. 

San Francisco—H. T. Burnett, vice- 
president Reliance Life and chairman of 
the executive committee of the Sales Re- 
search Bureau, will speak Jan. 22 on 
“The Well Balanced Life Underwriter.” 

Social security problems and their re- 
lation to life insurance were discussed 
at a meeting of the women’s committee. 
Speakers were: Mrs. Elizabeth Mayer, 
New York Life; Miss Louise Buck, Pru- 
dential; Mrs. Hazel Oppenheimer, Equi- 
table; Miss Agnes Macdonald, Aetna, and 
Miss Maude Brillhart, Mutual Life. Miss 
Sara Frances Jones, Equitable Society, 
Chicago, past chairman of the Women’s 
Quarter Million Round Table of the Na- 
tional assocation, was a guest. 

Chieago—The advisory council will 
meet Jan. 16 in the Dutch Grill at the 
Hotel La Salle. Main topic for discus- 
sion will be mediums for bringing about 
a greater public acceptance of life in- 
surance agents. — 

Vanecotver, B. C.—F. Laurence Mitchell 
has been elected president, succeeding 
J. A. Birmingham. George Hagelstein 
is first vice-president; Roy Walsh sec- 
ond vice-president; Glen Nixon, secre- 
tary, and David Faulner, treasurer. 

Los Angeles—‘Public Relations and 
the Man in the Field’ was discussed at 
the forum meeting by Walter E. Webb, 
formerly vice-president of the Hercules 
Life. He showed from the experience of 
Sears, Roebuck & Co. with that com- 
pany that life insurance is different from 
merchandising and that the agent is in- 
dispensable. 

Cedar Rapids, Ia.—The TNEC’s inves- 
tigation of life insurance was attacked 








EE EMBLEM of.a 
strong, enduring life in- 
surance company which 


for 72 years has adhered i 
.to. principles of justice 


and friendliness. Well | 
directed and soundly: — 
managed, the protection 
the Equitable of Iowa | 
provides to- policyhold- 
ers and their families is 


Outstanding by Any Standard 
of Comparison 


EQUITABLE 
LIFE 0/1OWA — 


BOME OFFICE + DES MOINES 





by Lieutenant Governor Hickenlooper of 
Iowa. He declared that the TNEC is a 
packed committee and that insurance 
companies have not been allowed to get 
a favorable comment in the record. 

Minnesota—Hotel reservations for the 
sales congress in St. Paul Jan. 25 indi- 
cate an attendance of close to 700. Com- 
missioner Yetka has been added to the 
speakers and it is possible Governor 
Stassen will make a brief talk at the 
luncheon. 

Springfield, Mo.—W. J. Slack, Kansas 
City manager of Metropolitan Life, 
spoke on “Successful Life Underwrit- 
ing.” He touched on time control, con- 
servation of insurance in force, pros- 
pecting, programming, value of visual 
aids in sales presentations and the re- 
sponsibility of the life underwriter. 

Tulsa, Okla.—Approximately 100 at- 
tended a meeting with the program pre- 
sented by the Oklahoma City associa- 
tion. Speakers included Stewart E. 
Meyers, immediate past president of the 
visiting association; J. C. Wiggins, 
Equitable Society, and Francis P. Mulky, 
Phoenix Mutual, on working plans for 
1940. The Tulsa association will provide 
the program for the Oklahoma group 
Jan. 19. 


Buffalo, N. ¥.—More than 200, includ- 
ing agents from Niagara Falls, Tona- 
wanda and other cities, attended a meet- 
ing at which training school certificates 
were awarded to 148 by E. E. Hawkes, 
Jr., general agent State Mutual Life, 
chairman of the school. Paul Speicher, 
R. & R. Service, discussed “The Miracle 
of Life Insurance.” 


Peoria, .I11.—William 
3enefit Life, St. Louis, 
Life Insurance Plan.” 

He also spoke before the Peoria C.L.U. 
chapter. 

Savannah, Ga.—‘‘Whether you like it 
or not, the social security act is here 
to stay,” E. N. Upshaw, Savannah Pru- 
dential superintendent, declared. “We 
of the life insurance business who do 
not recognize the social security act as 
the symbol of a new day will be in 
exactly the same relative position as 
the champions of the lost cause who 
would not recognize the new day which 
had come upon the south.” 

New Orleans—A sales congress will 
be held Jan. 26. Speakers will include 
<. J. Zimmerman, president National as- 
sociation; C. T. Davies, Wyomissing, Pa.; 


Mutual 
“The 


King, 
spoke on 


lL. M. Buckley, Provident Mutual, Chi- 
cago, and T. M. Stokes, New York. 
Fort Wayne, Ind.—H. L. Drake, first 


vice-president Empire Life & Accident, 
Indianapolis, spoke Thursday. 

New Brunswick—These officers were 
elected: President, R. J. Coy, Metropoli- 
tan Life; vice-president, W. R. Wake- 
field, Canada Life; secretary-treasurer, 
J. Round, Canada Life. 

St. Louis—A. R. Jaqua, associate edi- 
tor Diamond Life Bulletins, spoke Thurs- 


day on “The Next Ten Years.” C. H. 
Erickson, manager Metropolitan Life, 
yranite City, Ill, is a director of the 


St. Louis association. 





Teare Is Bankers Life Leader’ 


Top producer for the Bankers Life of 
Des Moines in 1939 was H. M. Teare of 
the J. E. Flanigan agency in New York 
City. Other leaders were R. P. Tucker 
of Elgin, Joseph Janciar of Pittsburgh, 
E. G. Bryant of Spokane and James 
Teeters of Indianapolis. 

The W. K. Niemann Des Moines 
agency led all other agencies for the 
fourth consecutive year. Other top 
agencies were Cedar Rapids, Pittsburgh, 
Chicago and San Antonio. 


Send for sample copy of Accident & 
Health Review, 175 W. Jackson Blvd., 
Chicago. 


NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 
in Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Atlantic Life Has 
New Agents’ Manual 


The Atlantic Life has issued a new 
loose leaf agents’ manual. 

It brings together under one cover 
all of the various rules and regulations 
which 


governing company practices 
have been issued previously in rate 
books and through field letters. It con- 


tains all of the necessary information 
in writing and servicing business. There 
is a complete index. Revised pages will 
be sent out when changes are made. 
This information is no longer included 
in rate books. 

Recent changes included in the new 
manual provide for new guaranteed re- 
tirement income maturity values. For 
males the cash value at 50 on contracts 
providing $10 monthly income is $1,- 
961; 55, $1,773; 60, $1,593; and 65, $1,- 
427. Paid-up insurance values are. 50, 
$3,856; 55, $3,131; 60, $2,541 and 65, $2,- 
073. 

Term, not previously available on wo- 
men, will be considered on single, self- 
supporting business or professional 
women. 

New rules for budget or salary sav- 
ings are provided. Double indemnity on 
retirement income endowment for fe- 
males is limited to $1,000. Some revi- 
sions are made of general policy provi- 
sions and practices on: settlement op- 
tions. 


Reinstate Family Form 


The Atlantic Life is reinstating its 
family maintenance agreement which 
can be had on a 10, 15 or 20 year plan 
with income payable for either 10, 15 
or 20 years from date of death. A $25 
minimum monthly income is required. 
The agreement will be issued with all 
contracts except term, participating con- 
tracts and guaranteed retirement in- 
come. It will not be issued with a 
contract having a premium paying pe- 
riod shorter than the period of the 
agreement and will be issued on male 
lives only. It can be added to con- 
tracts already in force upon evidence of 
insurability (complete medical examina- 
tion) without expense to the company 
if the amount of the insurance provided 
is not less than $3,000. If new in- 
surance for which medical examination 
is necessary is delivered at the same 
time that the family maintenance agree- 
ment is added to an existing contract 
the cost of the medical examination will 
be waived. 


Enters Family Group Field 


Western Life of St. Louis has brought 
out a family group policy. There is no 
cash value, but it is not term insurance. 
Coverage is given for the full life time 
of each insured person. Amounts range 
from $100 to $500 for each person in- 
sured. No minimum total is required. 
It is non-medical. Ages birth to 65 are 
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accepted. There is a graded death ben- 
efit under age 5 at issue. 





Continental American New 
Policy Rates, Dividends 


Illustrative premium rates and divi- 
dends on the Continental American 
Life’s new standard retirement insurance 
at 65 contract are presented below. 
These are given for $1,000 of insurance. 
The details of the contract were pre- 
sented in THE NaTIONAL’ UNDERWRITER 


last week. 





Dividends Ret. Ins, at 65 








a of Year ~ Total 

10 15 20 20 Yrs. 

20 $1. 4 $2. 47 "- 65 $4.82 $5.29 $ 72.12 
25 2.66 86 5.07 5.57 76.1 

30 330 2.91 +3 5.35 5.92 81.67 

35 2.69 3.29 4.54 5.79 6.42 89.68 

40 3.30 3.86 5.13 6.40 7.13 101.30 

45 4.11 4.64 5.94 7.24 8.11 117.12 

50 4.48 5.07 6.62 8.20 ... %86.76 

55 £50 "GU Ber. 755.86 


*Total 15 years. 
7Total 10 years. 


—_—_— * 


Approve Prudential’s War Clause 


The Iowa department has approved a 
war clause submitted by the Prudential. 





General Agency 
OPPORTUNITIES 
for good personal 

producers 


Lentral Life 


INSURANCE COMPANY 


of Illinois 


ALFRED MacARTHUR, PRESIDENT 
211 WEST WACKER DRIVE, CHICAGO 














24 


HeNATIONAL UNDERWRITER 


January 19, 1940 











It is similar to that agreed upon between 
Iowa life companies and Commissioner 
Fischer. 





New Policy for Reliance 


Reliance Life announces its ‘medical 
health policy” giving coverage on hos- 
pital, nurse, surgical and miscellaneous 
expenses incurred through illness. The 
companion piece is the “medical fee 
supplement.” This will be available to 
women as well as men. However, the 
company states that it does not mean 
that it is considering the allowance of 
loss of time health insurance to women. 
The “medical health policy” will not be 
issued in addition to existing “medical 
health supplement.” The “medical fee 
supplement,” which provides an addi- 
tional $3 a day for medical attention 
received in a hospital during a period 
for which hospital indemnity is payable, 
is issued only as a supplement to the 
“medical health policy.” 





Delivered business of the home office 
agency of Jefferson Standard Life in 
1939 exceeded $4,000,000, representing a 
gain, Manager W. H. Andrews, Jr., re- 
ported at the annual meeting. Among 
the speakers were Stanley Sturm, super- 
visor: George Elliott, district manager 
at Winston-Salem; W. H. White, dis- 
trict manager at Stanford; M. A. White, 
agency manager; Karl Ljung, superin- 
tendent cf agencies, and President 
Julian Price. 


AGENCY MANAGEMENT 





Business Must Be 
Made Aitractive to 
Better Grade Men 


Recruiting is like the weather; there 
is much talk about it but little is done 
to improve the situation, Oliver P. 
Kernodle, ‘Chicago manager Phoenix 
Mutual, told the Life Agency Supervis- 
ors Club of Chicago. The man power 
problem has intensified in recent months 
as industry is employing more men and 
there is a highly competitive market for 
able material. As a rule unemployed 
people are not good prospects, Mr. 
Kernodle stated. 

While life insurance has made a fine 
record, it has not yet made the business 
attractive enough to high grade men. 
Recruiting is an unfortunate term, he 
said, as it implies dealing with a large 
number of men as in an army or navy. 
There has been a marked turnover 
among agents, despite the great progress 
made in insurance since the world war. 
The standards of the sales department 
are not up to the life insurance business 
as a whole. There are too many unin- 
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has been some improvement made, but 
there is still a big job to do, Mr. Ker- 
nodle said. 

Life insurance as an institution has 
prestige and enjoys the public’s con- 
fidence. Managers and general agents 
must create a more favorable attitude 
toward the business so as to attract 
better men. Mr. Kernodle says he pre- 
fers empty desks rather than to clutter 
up the agency with men who are not up 
to standard. Every time he has al- 
lowed himself to get over-hungry for 
new men, he has wasted time, effort and 
money. Agency building should not be 
considered as a process of production 
but of building men. The major objec- 
tive should be to have a large majority 
in the agency earning a living. Environ- 
ment is important, and the successful 
agency will attract successful men. 

Despite the tightening up on selec- 
tion of agents, it is still too easy to get 
into the business. The new man should 
have appearance, intelligence, enthusi- 
asm, courage, determination, be cooper- 
ative and willing to follow instructions. 
He must have executive qualities and be 
able to boss himself. The new man must 
be thoroughly trained in fundamental 
knowledge and he needs all the help he 
can get. It is up to the supervisor to 
have patience and be sympathetic with 
the new man in his endeavors. If a new 
man isn’t making good, the general 
agent must have courage to tell him so 
instead of permitting him to drag along. 


Dissatisfied, Employed Men Best 


The best prospects for new agents are 
employed men who are not satisfied with 
the progress they are making in their 
present position. Every man in Mr. 
Kernodle’s agency has come from an- 
other job. When Mr. Kernodle went to 
Chicago to start an agency from scratch 
four years ago, he had to advertise to 
secure men. He had fairly good results, 
although advertising means interviewing 
a great number of men who must be 
rejected. Recently he used a plan of 
advertising and then waiting several 
months before answering the best letters. 
His answer did not mention the adver- 
tisement, but stated he understood that 
the prospective agent had qualities which 
he was seeking in new men. He had 
found this system very much worth 
while. 

In building an agency, Mr. Kernodle 
declared that careful selection and train- 
ing of men and the elimination of the 
unfit is the key to the situation. 

oy T. Elmer, New York Life, pre- 
sided for the first time as president. 
He named George Huth, Provident Mu- 
tual, chairman of the program commit- 
tee and C. D. B. Devol, Jr., Great West 
Life, membership chairman. Mr. Huth 
introduced Mr. Kernodle. 

At the February meeting, J. F. Oates, 
co-general agent of the Northwestern 
Mutual Life in Chicago, will talk on 
stimulating older men. 





Harris to Speak Jan. 26 


G. H. Harris, public relations director 
Sun Life of Canada, will address the 
general agents and managers division of 
the Chicago Association of Life Under- 
writers Jan. 26 at the La Salle Hotel. 
His topic is “Purposes and Uses of Life 
Insurance.” 


Engel Elected in Milwaukee 


MILWAUKEE—Frank W. Engel, 
Franklin Life, was elected president of 
the Milwaukee Life Managers & General 
Agents Association at the January din- 
ner meeting. Hillis C. Rhyan, Guardian 
Life, is the retiring president. Other 
new officers are: Frank W. DuBose, 
Old Line Life, first vice-president; L. W. 
Spickard, Bankers Life of Iowa, second 
vice-president; Harold F. Bowes, Phoe- 
nix Mutual, secretary, and B. W. 
Reagles, Acacia Mutual, reelected for a 
third term as treasurer. 

President Engel announced the follow- 
ing committee chairmen: Mr. DuBose, 


program; Mr. Rhyan, advertising and 
publicity; E. L. Carson, Equitable So- 
ciety, business practice and legislative; 

E. Thiele, Continental, membership; 
F. G. McNamara, Old Line Life, enter- 
tainment; F. C. Hughes, Mutual Benefit, 
relationship under association committee, 
and T. Harry Richey, Travelers, attend- 
ance. 


New England Mutual 
Agency Heads Elect 


BOSTON—E. B. Thurman, Chicago, 
was advanced from vice-president to 
president of the General Agents Asso- 
ciation of the New England Mutual Life 








THURMAN 


E. B. 


at the business meeting of the associa- 
tion here. He suceeds Guy Ran- 
dolph of Cincinnati. Albert W. Moore, 
Philadelphia, was elected vice-presi- 
dent, and Frank M. See, St. Louis, was 
again elected secretary-treasurer. 

The officers and the retiring president 
with Isadore Freid, New York, form the 
new executive committee. The new ad- 
visory board is composed of Messrs. 
Randolph and Freid, Linwood Butter- 
worth, Richmond; Rolla R. Hays, Jr., 
Los Angeles; Lorin Hord, Minneapolis, 
and A. C. Utter, Detroit. 

The five-day educational conference, 
of which the business meeting was a 
part, closed with a dinner given by of- 
ficers and directors. L. S. Morrison and 
B. N. Woodson, Sales Research Bureau, 
were guests. 


Present President’s Trophy. 


The President’s Trophy was presented 
to the Hays & Bradstreet agency of 
Los Angeles for its outstanding work. 
A plaque was awarded the C. V. Bowes 
agency of Newark for leading the drive 
commemorating George W. Smith’s 10th 
anniversary as president. 

A special guest was G. Nolan Bearden, 
Los Angeles, leading producer in the 
President Smith anniversary tribute. 
He presented Mr. Smith on behalf of the 
agency force, a leather-bound book con- 
taining the names of 947 leading field- 
men who shared in the tribute. On be- 
half of the General Agents Association 
Julius Meyer, Chicago, presented Mr. 
Smith with a clock. 

Retiring President Randolph received 
a wrist watch from his fellow general 
agents and Wilson Williams, New Or- 
leans, with humorous citations presented 
small plaques to all past presidents. 





Organize in Chattanooga 

G. H. MacDonald, Massachusetts Mu- 
tual Life, has been elected president of 
the newly organized General Agents & 
Managers Association of Chattanooga, 
Tenn. 

John A. Witherspoon of Nashville, 
chairman of managers committee Na- 
tional Association of Life Underwriters, 
attended the organization meeting. 


E. E. Brown, Penn Mutual, was 
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elected vice-president and B. H. Odom, 
Phoenix Mutual, secretary-treasurer. 





Eliminate Hope Feature 
in Picking Agents: Hammond 


LOS ANGELES—W. M. Hammond, 
Aetna Life, in talking on agency plans 
for 1940 before the Life Managers Asso- 
ciation, said the recruiting problem will 
be a big one, and there must be less 
putting on a man and hoping he will 
make good. The hope feature must be 
eliminated. The general agent must 
know the new man is going to make 
good. The agency program must be 
watched constantly. The men in the 
agency must be evaluated. The more 
successful the agent is the more help 
he needs from the agency. The evalua- 
tion of the men is like the stock tak- 
ing of the merchant. 


What is Attitude? 


The most important thing in all the 
agency plans for the year is the attitude 
of the general agent regarding his job. 
Is he afraid of 1940 and if so, why? He 
must have the ability to handle his job, 
he must have the will to push forward 
the program, and he must be able to 
give confidence in his ability to the men. 
He must ask himself whether he is 
ducking his job, trying to place blame 
for any failure on other shoulders. That 
is one thing he cannot do. No one can 
share with him any failure in his agency. 
The responsibility solely is his. He must 
discipline himself, so that others will not 
discipline him. He must train himself 
that way and he must train his agents 
the same way. 

John W. Yates, Massachusetts Mu- 
tual, discussing “Agents Plans,” de- 
clared the agent should write out his 
plan and should keep books on himself. 
That is just as important for him as 
for the home office to keep books. He 
then outlined the plans for an agent as 
worked out in his office. 

He said the man with a quota will do 
more business than the man who just 
does his best without such a program. 
He then pointed out how to make a 
quota, with nine lines of effort specified. 
His main thought was that the agent 
should will to open one new case a day, 
a striving for an average of ten each 
week. 
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N. F. C. Is Pushing 
Public Relations 


Hard work is being done by picked 
fraternal representatives in the field on 
the public relations program of the Na- 
tional Fraternal Congress which was 
initiated at the Detroit annual meeting 
last August, Miss Frances D. Partridge, 
president, announced in Chicago this 
week. She is secretary of the Woman’s 
Benefit, Port Huron, Mich. whose 
president, Mrs. Bina West Miller, in- 
troduced a resolution that was adopted 
at Detroit calling for concerted public 
relations work. 

In the earlier years of fraternalism it 
was not necessary to tell the people 
about the many beneficial activities of 
fraternal societies, Miss Partridge said. 
The fraternal lodge was the focal point 
of town social life. It was fully publi- 
cized by the good work it did. City 
officials, even governors of states, pub- 
licly recognized the lodges. 


Too Much Complacency 


“Now I fear fraternalists are taking 
for granted that this old privileged po- 
sition in the public esteem is continu- 
ing,” Miss Partridge said. ‘“We have 
the task before us of re-selling the 
people of the country on the great 
benefits to society inherent in the 
fraternal system. Much of the work 
that is done never comes to light. We 
have attempted to get complete reports 
from field secretaries and other officials, 
but these reports frequently are sketchy. 
By the time they come to write down 
what has been done, they have forgot- 
ten the details. 

“There are a multitude of activities 
having to do with defending and build- 
ing up home life, with the teaching of 
sound Americanism and good principles 
to the young people. There are the 
healthful activities to be found in the 
drill work, the emphasis on various 
sports, crafts, sewing and cooking for 
girls, and so forth. 


Much Relief, Health Work 


“Another vitally important part of 
fraternal work is the assistance to mem- 
bers in ill health or want. Fraternal- 
ism relieves the state of responsibility 
for much relief and health work, and it 
preserves the self respect of those who 
have misfortune. 

“There is a great story in these many 
activities of the fraternal societies and 
their field workers, but the people won’t 
know about these until they are told. 

“We are asking the state fraternal 
congresses to stress public relations 
work, and our field workers are being 
impressed with the necessity, in these 
times of great changes and upheavals of 
the existing order, of carrying the story 
of all this fine, public spirited work to 
the people.” 





Dr. Haring Made President 


Dr. H. W. Haring has been elected 
president of the Clergymen’s Beneficial 
and the Teachers Protective Union, both 
of Lancaster, Pa., succeeding the late 
Dr. J. W. Meminger. Dr. Haring and 
Rev. J. W. Klein, who is vice-president, 
are the only two survivors of the men 
who organized the Clergymen’s Bene- 
ficial in 1907. Those two and Rev. A. 
E. Cooper, secretary, are the remaining 
organizers of the Protective Union, 
formed in 1912. 





Many Gains Are Reported 


Modern Woodmen will show approxi- 
mately $7,000,000 gain in assets last 
year, making the figure about $85,000,- 
000, it was announced on the basis of 
preliminary figures taken from the an- 
nual statement that soon will be re- 
leased. New paid for business increased 
about $1,000,000. Insurance in force on 
the American Experience table basis 


showed a marked increase. New junior 
paid for business increased 46 percent 
over 1938, and stood at an all time high. 





Transfer Jones to Denver 


Ben B. Jones, California state man- 
ager Ben Hur Life for 20 years, re- 
cently was transferred to Colorado with 
headquarters in Denver. 





Nelson Supervisor of Agents 


Ira F. Nelson of Rock Island, IIL, 
has been appointed supervisor of agents 
by North Star Benefit in Illinois, Minne- 
sota and Iowa. He has been in the 
business since 1930, variously at Omaha 
and Sioux City, Ia., before going to 
Rock Island, and prior to that was a 
banker in Mercer county, Ill, and a 
business man in Des Moines. 


Benedict Handles N. Y. State 


Paul D. Cremer, state manager of 
Modern Woodmen in western Pennsyl- 
vania and western New York, has re- 
signed. W. D. Benedict, Graybar build- 
ing, New York City, now has charge of 
the entire state. No state manager has 
been appointed for western Pennsylvania 
and this temporarily is being supervised 
by the field department. 


Cleveland Trust Club Elects 


New president of the Life Under- 
writers & Trust Officers Club of Cleve- 
land is A. F. Young, vice-president and 
trust officer National City Bank, who 
succeeds Earle W. Brailey, general 
agent New England Mutual Life. C. C. 
Dibble, Nuithwestern Mutual Life, was 
elected vice-president, and E. S. Steeb, 
Cleveland Trust Co., secretary-treasurer. 











“Why I Bought Life Insurance,” by 
Cc. T. Davies, 8 copies $1. Order from 
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Five Modern Legal 
Reserve Contracts 


@ Ordinary Life 

@Twenty Payment Life 
©Endowment at Seventy 
@Twenty Year Endowment 
®@ Family Income 


These contracts are participat- 
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This principle was firmly .im- 


—=TWOFOLD SERVICE BRINGS PROGRESS — 


; Royal Neighbors of America was chartered in 1895 with a member- 
ship of 4,124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 1, 1939 show- 
ing: Membership, 523,109; camps, 6,445; insurance in force, $352,529,990; 
admitted assets, $64,862,642, and claims paid, $104,205,258. 

This progress is attributable to the Society’s principle of twofold 
service—Protection and Fraternalism. 
planted by its founders and has been a guiding light for 44 years. 

In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of 


camp activities, financial aid from its fraternal fund for needy members 
and benefits of the Royal Neighbor Home to worthy members. 


Protection and Fraternalism is a principle that is diligently guarded 
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Cena Better Spirit 
in Eastern Field 





(CONTINUED FROM PAGE 4) 


Hill, therefore, anticipates a 
roseate condition. 

In comparing production records he 
said that sometimes it is difficult for the 
uninitiated to draw a conclusion because 
they have not becn taken behind the 
scenes and shown operating conditions. 
Some companies write large volumes of 
group and wholesale insurance. Mr. Hill 
referred to the interesting situation in 
the industrial life insurance field. New 
York legislation and the turn about pol- 
icy of most industrial companies, he said, 
had “knocked the figures into a cocked 
hat.” A number of industrial men are 
busy converting industrial policies into 
ordinary and they are giving far more 
time to selling ordinary insurance. If 
the sales of industrial agents writing or- 
dinary insurance were eliminated, he 
said the writing of ordinary insurance by 
ordinary agents last year showed a de- 
cline. In comparing companies that 
write ordinary business and no group, 
industrial, or the like, he said they run 
very true to form. 

Mr. Hill said that the Northwestern 
Mutual is in a healthy condition. He 
spoke about the advertising that the 
company is doing in the “Saturday Eve- 
ning Post,” saying that a survey was 
made which showed that readers of that 
publication evinced greater appreciation 
of the company by 45 percent than non- 
“Saturday Evening Post” readers. This 
year, he said, the advertising will fea- 
ture mutuality and net cost. 


Social Security Act 

Mr. Hill thinks that agents are miss- 
ing a golden opportunity now in not 
pushing very strongly for business in- 
surance, especially on the smaller and 
medium sized concerns. Large business 
enterprises require special treatment. 
However, those of a more modest type 
are not complex nor does their insur- 
ance require detailed study. 

Mr. Hill advised every agent if he de- 
sired to be a factor in the business and 
be able to give counsel of the right kind 
to get thoroughly posted on the social 
security act. When $114,000,000 in 
Treasury checks go out this year under 
this act, he said, there will be much in- 
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terest in this and people will want to 
know how they are affected. If the so- 
cial security act is amended, he declared, 
it will make people income conscious. 
Therefore, he urged the agents to get 
facts regarding the social security act, 
ascertain just how it works and who 
come under it. Life insurance dovetails 
into it and any agent who is unac- 
quainted with its features, he said, will 
lag behind in his service. 


Lindsay Advanced 
in New York Life 
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The next year he was promoted to 
supervisor at large and transferred to 
the home office in charge of new or- 
ganization. In 1912 he became superin- 
tendent of agencies. In 1925 he was 
elected second vice-president and was 
appointed a member of the office com- 
mittee which is now the executive com- 
mitte. In 1931 he was elected vice-presi- 
dent. Since 1933 he has also served as 
secretary of the agency committee. 

Vice-president F. A. Wickett becomes 
chief field assistant to Mr. Lindsay. 
Vice-president Charles H. Langmuir is 
made chief home office assistant and will 











F. A. WICKETT 


also assist Mr. Lindsay and Mr. Wickett 
in field affairs. Vice-president Griffin M. 
Lovelace is placed in charge of adver- 
tising and publicity, sales literature and 
educational matters under the direction 
of the chairman of the board or the 
president and he will consult Mr. Lind- 
say in regard to other agency matters. 

Mr. Wickett started as an office boy 
in Chicago, in 1899. In 1901 he was 
made cashier of the British Columbia 
branch, in 1903 cashier at Honolulu, and 
in 1908 resident manager at Honolulu. 
Later he was appointed agency director 
of Nevada branch at Reno, of Inter- 
mountain branch at Salt Lake City, and 
of the San Francisco clearing office. He 
was made supervisor of the Pacific de- 
partment in 1915 and inspector of 
agencies in 1918, with headquarters at 
San Francisco. In 1934 he was made 
superintendent of agencies in charge of 
the north Pacific, central Pacific, and 
south Pacific departments. He was 
elected as vice-president in 1937, on 
motion of Herbert Hoover. 

He is considered the founder of the 
Nylic efficiency program idea. 


Langmuir Started in Paris 


Mr. Langmuir started with the com- 
pany when he was 18, in 1893, as a clerk 
in the Paris office where his father was 
director of agencies for Europe. After 
five years in Paris, and three in London, 
Mr. Langmuir returned to New York to 
become cashier and then organizer in 
the old Broadway branch. In 1902 he 
was appointed agency director of the 
Columbus Circle branch and four years 
later he was transferred to the agency 
directorship of the Imperial branch in 
New York. 

In 1907 he was appointed agency di- 
rector at Los Angeles, and in 1918 he 


was promoted to supervisor. He was 
called to the home office in 1921 to be- 
come assistant superintendent of agen- 
cies. Thereafter he was promoted to 
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CHARLES H. LANGMUIR 


superintendent of agencies in 1925, third 
vice-president in 1926, second vice-presi- 
dent in 1931 and vice-president in 1934. 

Mr. Lovelace started.as an agent at 
Nashville in 1903. Shortly thereafter he 
Was appointed agency organizer, and 
later was made agency director of a 
branch in Paris. 

Mr. Lovelace helped to organize the 
life insurance training course at the Car- 
negie Institute of Technology in Pitts- 
burgh, and later started a similar course 
at New York University. At both of 
these institutions he was director of the 
life insurance training course and lec- 
tured on life insurance subjects. He is 
widely recognized as a pioneer in the 
field of life insurance education. Mr. 
Lovelace is the author of a number of 
books on life insurance. He was elected 
third vice-president in 1926; second vice- 
president in 1931 and vice-president in 
1934, 


N. Y. Life Agency Directors 
Confer in Florida 
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present condition. He said most appeals 
for reconsideration of rejected policies 
are concerned with overweight pros- 
pects. He advised strongly against 
discussing medical findings with appli- 
cants for insurance as it usually leads to 
general dissatisfaction. 


Duplication of Examiners Criticised 


Dr. Bolt criticised the practice among 
some agents of signing up every new 
doctor in town for a policy and then ob- 
taining his appointment as an examiner. 
When there are too many examining 
physicians in the community there is not 
enough work to go round. 

A detailed analysis of new business of 
the New York Life in the various states 
was presented. It showed that the busi- 
ness in 30 states exceeded their pro rata 
quotas. 

President A. L. Aiken gave his annual 
address at the third day’s session. 

George S. Van Schaick, vice-president, 
discussed real estate and mortgage loans. 

Vice-president Langmuir conducted a 
forum discussion on branch office man- 
agement. Speakers were: E. W. Smith, 
Fresno, Cal.; Raymond Johnson, Los 
Angeles; ip Cc Hays, Fargo, N. : 
Frank Burke, Albany; C. J. Peckham, 
New York City; Henry Leivestad, Madi- 
son, Wis.; William North, Chicago, and 
W. G. Colmery, Jacksonville. 





Dr. Cook’s Paper in Print 


The valuable paper read by Dr. Henry 
W. Cook, vice-president and medical di- 
rector Northwestern National Life, be- 
fore the Institute of Home Office Un- 
derwriters at its Kansas City annual 
meeting on “Some Trends in Selection 
of Life Risks” has been published in 
pamphlet form by the company. 


Kavanaugh Takes 
Up the Cudgel 


(CONTINUED FROM PAGE 5) 


nies of their funds. Nothing has been 
said about insolvent companies, which 
as compared to the grand total, are in- 
significant. Nor has this department re- 
ceived any suggestions as to betterment 
of insurance as a result of the extended 
inquiry. 

“Figures showing the distribution of 
life companies’ assets offer impressive 
evidence that the companies have played 
a tremendously helpful part in the finan- 
cial structure of the country and have 
also made it possible for our govern- 
mental bodies to operate on a deficit 
basis without disaster. 


Has Adverse Effect 


“Another important aspect of the in- 
surance situation which has not been 
emphasized is the adverse effect of 
present government policies upon the 
companies and on policyholders.” Mr. 
Kavanaugh touched on the possibilities 
of federal competition, criticizing the 
Wagner annuity proposal. 

“Much good might have resulted from 
this investigation. My opinion is 
that the opposite has been’ the 
result. Federal regulation would 
place a new burden on insurance com- 
panies. They already pay heavy taxes, 
both to the states and federal govern- 
ment, and further extension of federal 
authority would mean more _ special 
taxes. Policyholders would lose more 
than they could possibly gain from fed- 
eral supervision.” 


Midland Mutual in 
Philadelphia Rally 


The eastern Pennsylvania and New 
Jersey agencies of the Midland Mutuai 
Life, Columbus, O., are holding a re- 
gional meeting in Philadelphia Jan. 20. 
During 1939 a contest was staged be- 
tween the agencies in this district. The 
one having the greatest percent increase 
in paid for production by the end of 
1939 would be declared the winner. J. 
N. Sokohl, Philadelphia general agent, 
defeated the other agencies and at this 
meeting will be awarded the champion- 
ship trophy. 

Among the other Pennsylvania agen- 
cies attending this meeting are L. 
B. Breneman, Lancaster; John E. Lark, 
Sunbury, and G. C. Ross, Reading. The 
New Jersey agencies include John B. 
Moore, Toms River, and L. W. Oliver, 

r., Clinton. The Midland Mutual with 
assets of over $31,000,000 hit an all-time 
high of over $117,500,000 of business in 
force at the end of 1939. To continue 
and exceed the progress made in the 
past year the promotional plans which 
are intended to propel the agents toward 
producing the largest volume in the 
company’s history, will be discussed by 
J. A. Hawkins, vice-president and man- 
ager of agencies, and R. S. Moore, as- 
sistant manager of agencies. 











National Trustee Leaves 
Insurance Business 
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three years. He had previously been in 
the meat business in Dixon, Ta., and has 
spent most of his life in the Davenport 
area. 

He was born in Marshalltown, Ia., 
was educated at Iowa State College, 
where he played football. He resides in 
Moline, Ill. He has been active in the 
Life Underwriters Association of Daven- 
port for ten years. During the past five 
years he has been a member of the Penn 
Mutual’s Quarter Million Dollar Club. 





E. B. Stevenson, executive vice-presi- 
dent National Life & Accident, spoke to 
the St. Louis Real Estate Exchange on 
“Increasing Property Values.” 
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Uses Partnership Trend 
as Source of Income 





NEW YORK—Kenneth G. Allen of 
the McMillen agency of the Northwest- 
ern Mutual Life in New York City, 
has made profitable use of the fact that 
some close corporations are changing 
their setup to a partnership in order to 
avoid the complications, expense, and 
publicity forced on corporations. — At 
the recent Northwestern Mutual regional 
convention here he told how he has 
made use of business insurance in 
writing not only business insurance but 
personal insurance as well. ; 

Mr. Allen opens up his approach with 
a letter to an attorney in which he 
states: 

“T have been told recently that some 
close corporations are changing their 
form of business organization to a 
partnership in order to avoid the tre- 
mendous number of special forms which 
a corporation is now compelled to file, 
making its private life an open book to 
state and federal agencies. This has 
become so annoying, distasteful, and ex- 
pensive that any advantages of the cor- 
porate structure have been outweighed 
by the disadvantages. 


Use of Life Insurance 


“As a matter of fact the two major 
advantages—perpetual life as a legal 
entity, and freedom from personal lia- 
bility of the members—are advantages 
which are now readily available to a 
partnership through the use of properly 
arranged business life insurance to 
finance a purchase and sale agreement 
carefully drawn by legal counsel. : 

“The purpose of this letter is to in- 
quire if you have noticed a trend in this 
direction yourself, and whether or not it 
is something on which you and I might 
well join efforts for the benefit of our 
friends and clients. . 

“Your considered judgment of this 
matter will be appreciated.” 


Wrote $50,000 Policy 


Mr. Allen said that a few days after 
the attorney received this letter he tele- 
phoned Mr. Allen to come to his office 
to review a batch of policies belonging 
to the officers of a corporation which he 
represented. As a result within a week 
he paid for $50,000 whole life on one 
of the officers. In addition an even 
more substantial amount is now going 
through on the firm members. 

In another case one of Mr. Allen’s 
clients told him he had just formed a 
new subsidiary company, headed by a 
man whose special abilities were so great 
that it took no selling to make a sub- 
stantial business insurance sale. This 
key man had been forced to drop all 
his insurance during the depression and 
was glad to know he could buy some 
on the same examination as that for 
business insurance. However, he was 
not in a position to buy, even though he 
was much worried about what would 
happen to his family if he were to die. 


Company Paid for It 


“At the end of 60 days the man was 
still not in a position financially to ac- 
cept the personal insurance,” said Mr. 
Allen, “so I went to the employer and 
told him that his man was very badly 
in need of ‘peace of mind’ insurance. 
The president of the corporation ad- 
vanced the premium for the personal in- 
surance for the man’s family, making 
arrangements with him for later reim- 
bursement. It doubled the size of the 
case. Within three days two members 
of the firm telephoned me to say that 


they had never seen such a change in a 
man’s attitude—solely because of the 
knowledge his family was protected.” 
Mr. Allen said he cited this case as an 
example of personal as well as business 
insurance developed from a_ business 
case. 

Another case concerned two commer- 
cial artists, both of whom were personal 
insurance clients of Mr. Allen’s. Mr. 
Allen suggested an agreement which 
was specifically based on the peculiari- 
ties of their business. The partners told 
him that a well-known law firm had 
submitted several sample agreements to 
them during the year, none of which the 
partners had understood. The reason, 
said Mr. Allen, was that the sample 
forms referred to merchandise on the 
shelves, trucks and equipment, ware- 
houses and the like which had nothing 
to do with commercial art and served 
only to mystify the artists. An outline 
agreement developed around their own 
peculiar business structure appealed to 
them immediately. The only remaining 
question was the exact amount of in- 
surance to be issued on each partner. 


Dovetailed the Coverages 


Mr. Allen told of a case in which a 
firm had spent between $300 and $400 
for lawyer’s fees without finding the 
solution for its problems, Mr. Allen 
holding in abeyance any action on the 
personal insurance proposed and making 
a study of existing insurace to have it 
dovetail into the need for business insur- 
ance protection. The accountant was 
called in and Mr. Allen was given all 
necessary information. The immediate 
result was that within a week $50,000 of 
key man insurance was authorized, as 
was a resolution authorizing $50,000 of 
stock retirement insurance on each of 
the four principal stockholders. 

Among the advantages of studying 
business insurance Mr. Allen listed the 
following points: 

1. An awareness of present businesss 
insurance needs. They are no longer 
obscured by focusing on future personal 
insurance needs. 

2. Business men seem to be glad to 
talk about protecting their business. It 
seems to come as a welcome relief to 


talk about insuring an associate—for a 
change—rather than themselves. . 
3. It is surprising how little talking 


we must do. If we ask pertinent ques- 
tions the business man will talk at some 
length, giving us the information we 
need. There is no need to parade our 
knowledge. 


Must Be Simple 


4. This study drives home the old 
truism that we can’t explain procedure 
to others in simple understandable terms 
unless we have taken the subject apart 
ourselves to see what makes it tick. 
We must know our business to expose 
a need which he fixes as his own prob- 
lem. Not until then can we cover the 
two major steps in any sale, which are 
first, to expose a need or condition 
which a prospect wouldn’t permit to 
exist had he known and understood it; 
and second, knowing every element of 
procedure to show him in simple fashion 
how to correct the situation. 

5. Study removes the bugaboo from 
big words and terminology. We seem 
prone to stand in awe of terms such as 
“corporate pensions trusts” or “relin- 
quishing all incidents of ownership.” 
Study uncovers how simple the subject 
really is. Some of the ramifications are 
complicated—that’s true—but there are 
attorneys, accountants and trust officers 
to handle them. 

6. Study encourages us to stand on 
our own feet in merchandising business 
insurance and not lean too much on the 
knowledge of others. 


False Sense of Security 


~ 


7. Some of us seem to have a false 
sense of security as a result of a college 
education and we cease to pursue ad- 
vanced studies. To stop studying our 
business is to cease to grow in it. 

8. I have heard agents refer to this 
as a “lonely business.” A man is out 
on his own. The one sure antidote to 
fill the need which exists when a man 
has had a case turned down or a client 
has said “no” is the firm knowledge that 
no one or a dozen cases could possibly 
be as important as the knowledge gained 
in this business during that week, month 
or year. 

9. We have just survived a rather un- 
usual decade. However, surviving is 
not enough. We have a right to real 
success and in my judgment the quick- 
est way to get away to a flying start 
in 1940 and change “survival” into 
“prompt success” is to go after this 
subject of business insurance. 





Agents Must Qualify to Meet 
Public's Insurance Demands 





MIAMI—Most of the knowledge that 
life insurance salesmen have acquired is 
from the viewpoint of the agent or the 
company, but they have almost entirely 
overlooked the buyer of life insurance, 
H. C. Lawrence, Newark general agent, 
Lincoln National Life, president New 
Jersey Association of Life Underwriters 
and million dollar producer, told the 
Florida Life Underwriters Association 
sales congress here. “In the last few 
years the public has become more life 
insurance conscious and the agents 
should find out what service is expected 
of them. The people demand more from 
the man who handles and sells the life 
insurance.” 

Mr. Lawrence said society falls into 
four groups, from the standpoint of the 
life agent, the lowest income group such 
as laborer, farm hand, office boy; the 
family man group, representing the 
great middle class; the employer group, 
consisting of men who are either pro- 


prietors of their own businesses, mem- 
bers of co-partnerships or officers in 
corporations, and last, the group of 
wealthy men. 

The knowledge and service demanded 
of life agents in handling these four 
groups differ. Problems of people in 
the first group are simple. Since they 
have never been accustomed to having 
much money, their standard of living is 
low, but they need to be taught the 
value of life insurance so their depend- 
ents will not be a burden on society. 
The agents must know why these men 
need life insurance and have fixed clear- 
ly in their minds a sales presentation 
which will enable them to convince these 
small earners they should provide a 
cleanup policy for their last illness and 
either a few years’ income for their 
dependents or, in the case of the office 
boy, a savings and investment plan for 
his future. 

It is inconceivable, Mr. Lawrence said, 


that an agent at a moment’s notice can 
slip right into a sales presentation which 
will be convincing and give this sector 
of the public the information they want. 
The tendency rather is to deal in gen- 
eralities and get nowhere. 


Need Simple, Convincing Talk 


The sales presentation to this group 
should be as carefully prepared as one 
given to a man purchasing a much larger 
contract. It must be in simple language 
which contains all of the elements de- 
signed to arouse curiosity, lead naturally 
to a climax and have sufficient motiva- 
tion to consummate the sale. 

The family man demands that the 
agent be able to look at the man’s life in 
prospect, to know what his responsibili- 
ties to his family are today and 10 years 
from now, and also to himself and his 
wife in old age. The agent must be 
able to size up this man’s problems, re- 
duce them to known quanities and pr-- 
vide a program showing graphically and 
logically how life insurance may be used 
as a solution. The steps in the sale 
must stand the acid test of logic and 
emotional appeal. 

The third group perhaps demands 
greater technical skill, for the agent must 
have a standardized sales talk which he 
can use without hesitation, and which 
will be convincing. The man must be 
shown that his business acumen and the 
money in his business are inseparable 
and the human factor should be covered 
with insurance. 


Demands of Other Groups 


In a corporation, the agent must be 
able to show the need for business in- 
surance for replacement purposes, credit 
purposes, stock purchase or retirement 
purposes, 

In the case of the wealthy man the 
agent must know the fundamentals of 
tax saving methods, estate management, 
etc. Many men who have been in the 
life insurance business for upwards of 
20 years, Mr. Lawrence said, know verv 
little more today about the selling of 
life insurance than they did at the be- 
ginning. 





Banker Gives Sales 


Suggestions, Lauds 
Life Insurance 


_Walter Napier, president of Alamo 
National Bank of San Antonio, Tex., 
spoke to the San Antonio Association of 
Life Underwriters on “Life Insurance 
as a Business and Its Representatives 
Viewed by the Outsider.” Public 
opinion, which at first regarded life in- 
surance as a private business for profit. 
now thinks of life insurance in terms of 
economic welfare of policyholders and 
their beneficiaries. 

_ As a rule, as the income of the family 
increases the standard of living is raised 
with the result that the large income 
family finds itself in as great distress 
because of the loss of this income, as 
does the family of the man earnigg a 
small income, Mr. Napier stated. “Life 
insurance is not an isolated activity. It 
is a part of the economic life of the 
people. There is no business so essen- 
tial to the welfare of the people and so 
safely and prudently managed as is life 
insurance, It is a business that is in the 
hands of men conscious of and sensible 
to their responsibilities as trustees. There 
is no parallel to this management in any 
other line and there is no reason 
for the government to undertake to 
regulate life insurance.” 

It takes more than a rate book to 
make an agent, Mr. Napier declared. He 
told how an agent had wanted to sell 
him some life insurance but offered no 
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He made no 
Napier’s insur- 


reason why he should buy. 
attempt to ascertain Mr. 
ance needs. 

Mr. Napier listed qualifications a life 
agent should have: (1) Gbdod morals, 
because the agent is selling a service 
which is vital to the welfare of those 
for whom the service is intended; (2) 
enthusiasm, because life underwriting is 
not a part-time job, for the agent must 
cooperate with the members of his own 
agency and with those to whom he car- 
ries his message of service; (3) ability 
to talk, not “gab”, nieaning the intel- 
ligent presentation of an insurance plan 
or program to meet the needs of the 
individual and solve the problems for 
which he buys it. 

Sell Quality Business 

Mr. Napier Said that if he were an 
agent he would be much more interested 
in selling quality business rather than 
quantity business. He stressed the need 
for knowledge of a prospect and his 
situation. Many men, Mr. Napier said, 
who appear to be prosperous are not in 
a position to buy a $50,000 policy, but 
these men would never acknowledge to 
the agent that they can not buy such 
an amount. Constant calls on such men, 
he believes, irritate the prospect and 
destroy good feelings. The necessary 
information for correct evaluation of the 
prospect, Mr. Napier said can be se- 
cured in a preliminary investigation 
through proper sources. 

Agents should sell their service on its 
merits rather than the demerits of other 
companies, Mr. Napier said. He stated 
that all companies have been authorized 
to operate by the proper officers and that 
confusion and harm come from attempts 
to discredit other agents or companies, 
especially those from which the pros- 
pect has bought his insurance. 


“See Less of Your Office in 1940” 


“See less of your office in 1940’’ was 
suggested as a success slogan by Lester 
A. Rosen of the Knight agency of the 
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By R. B. MITCHELL 


MISS HIGGINS IS OUTSTANDING 


Rosalie A. Higgins is one of the lead- 
ing women agents of the country, being 
associated with the W. G. Fitting agency 
of the Equitable Society in New York. 
Last year she wrote more than $400,000 
and had over $20, 000 in premiums. She 
has been 15 years in life insurance and 
she has placed $2,500,000 on the books 
for the Equitable. Miss Higgins is ed- 
itor of the “Woman Underwriter,” house 
organ of the New York League of In- 
surance Women. When she lived in 
Montgomery, Ala., as an 18-year-old girl 
she assumed charge of the women’s page 
of one of the papers. She later became 
southern correspondent for the New 
York “Herald” and in a few years she 
went to New York City as one of the 
staff editors of “Editor & Publisher.” 
She syndicated a number of articles for 








Union Central Life in New York City, 
before the Baltimore Life Underwriters 
Association. “The office will be taken 
care of by the clerks and the salesman’s 
job is to get out and see people,” he de- 
clared. 

“If there is any man in the life in- 
surance business, any salesman, whose 
ability you envy,” said Mr. Rosen, “don’t 
ask him how he says such and such, how 
he sells, the way he does it; but find out 
what you must do in order to say as 
he says and in order to do as he does. 

“Don’t try to step out of your classi- 
fication in selling,” warned Mr. Rosen. 
“By that, I mean,” he said, “some men 
are equipped to sell $500,000 tax cases, 
other men are equipped to talk business 
insurance, other men are equipped to 
sell the twos, threes and fives. Let’s 
stick to our last, unless, of course, we 
are ready to increase our capabilities.” 
papers and pioneered in radio broadcast- 























men of affairs naturally stop at 
the Windsor because of its repu- 
tation for dignified comfort and 
unobtrusive, courteous service, 
its convenient location — and be- 
cause the Windsor is recognized 
as the proper place for business 
and social meetings. 


Windsor 


ON DOMINION ON DOMINION SQUARE 


J. Alderic Raymond 
Vice-President 


IN 
MONTREAL 























ing. She saw great possibilities in life 
insurance and pursued a course of in- 
tensive study before she started to work. 





OPEN INFORMATION BOOTH 


J. G. Ranni and Charles Edwards, gen- 
eral agents of the Manhattan Life in 
New York City, have opened a life in- 
surance information booth in the New 
York City information center situated 
at 42nd street and Grand Central Ter- 
minal. This is a further development of 
the idea of making information on all 
life insurance matters available to the 
general public. 





H. W. ABBOTT TO SPEAK 


Henry W. Abbott, C.L.U., Patterson 
agency Massachusetts Mutual Life, New 
York City, and until Dec. 31 that com- 
pany’s general agent in Pittsburgh, will 
be the speaker at the New York City 
Life Underwriters Association’s lunch- 
eon meeting Jan. 25 in the Hotel Penn- 
sylvania. Mr. Abbott’s topic will be 

“Are We Salesmen? Can the Average 
Underwriter Make a Really Comfort- 
able Living Today?” 





NO REINSURANCE ITEMS 


The Prudential is one of the large life 
companies that does not take or cede 
any reinsurance. There are a few other 
companies that write net lines only. The 
Prudential finds that this poligy it has 
pursued has been successful so far as it 
is concerned. 





E. P. STEEL TESTIFIES 


E. P. Steel, C.L.U., manager State 
Mutual Life in Camden, N. J., testified 
as an expert witness in a negligence 
suit in which the life expectancy of the 
decedent was involved. Mr. Steel pre- 
sented both the American experience 
table and the Carlisle table, 





TO INCREASE “NON-PAR” RATES 


The best information available is that 
some of the eastern non-participating 
companies will announce an increase in 
rates in the near future. It is thought 
that some definite announcement will 
be made during the next four or five 
weeks. Many of these companies are 
convinced that the interest yield situa- 
tion will not improve and, therefore, are 
not willing to take chances in the future. 





COMPANIES MORE EXACTING 


Almost all companies are much more 
exacting and careful in their underwrit- 
ing now than they were a few years 
ago. There is more careful scrutiny 
made of an applicant’s personal and fam- 
ily history. If he has any heart or other 
organic difficulty of consequence he is 
rated up or probably rejected. The 
mortality records show that death from 
certain maladies are increasing, hence 
a careful watchout is made for any 
symptoms. 





GUARDIAN MANAGERS MEETING 


Guardian Life managers from all over 
the country will hold their managerial 
meeting next. week. The managers, 
however, will gather in New York Sat- 
urday and that evening will tender a 
complimentary banquet to James A Mc- 
Lain, the newly elected president. Mr. 
McLain’s innovation to the presidency 
struck a responsive chord in the hearts 
of the managers. They are all very 
strong for him as they are for Vice- 
president Frank F. Weidenborner. 





Cultivate professional men in the com- 
munity because: 1. They have special 
needs for protection. 2. They are above 
average buying capacity. 3. Their pat- 
ronage adds to your prestige. 


Accident and health sales up 8 per- 
cent. Get on bandwagon. Send $1 for six 


months’ subscription to Accident & 
Health Review, 175 W. Jackson Blvd., 
Chicago. 


Enthusiasm Needed to 
Keep Policies from Lapsing 


The Northwestern National “News” 
contends that loss of enthusiasm is the 
reason back of most lapse cases. It 
takes the position that the policyholder 
has lost his enthusiasm for his policy. 
Then it is stated that if he understands 
its real value and its importance to him 
and his dependents, he would not give 
it up because he would appreciate it is 
very essential. The “News” says: 

“His failure to continue paying the 
premiums merely indicates that some- 
thing else—the new car, or the washing 
machine that his wife wants, or any one 
of a thousand things—seems more de- 
sirable to him than the protection and 
security embodied in his policy. To keep 
such a policy in force, there is only one 
thing to do: resell the policyholder on 
his policy. Win agreement to the urg- 
ency and importance of his needs and 
then hammer home the essential facts 
about the way his policy meets those 
needs and gives him the kind of cover- 
age he should have. Such tactics—and 
such tactics only—make business stick.” 





Settlement Option Fruitful 
Source of Litigation 





(CONTINUED FROM PAGE 14B) 


makes it possible to take care of un- 
foreseeable contingencies. 

Another reason which Mr. White 
points out for using the settlement op- 
tion combined with the life insurance 
trust as against merely giving the bene- 
ficiary more discretion in the withdrawal 
of funds held under optional modes of 
settlement, is the application of the so- 
called spendthrift trust laws, particu- 
larly in New York. 

Although there are no clear-cut court 
decisions covering this point, he be- 
lieves it is quite likely that the exemp- 
tion from creditors’ claims under Sec- 
tion 15 of the New York personal prop- 
erty law would not apply insofar as 
the beneficiary had the right of with- 
drawal, however much it might protect 
guaranteed installments which the bene- 
ficiary had no power to alter. 

In the case of Crossman vs. Rauch, 
Mr. White pointed out, the court em- 
phasized that the wife could not get at 
the proceeds and this seemed to be re- 
garded as having a bearing in exempting 
them from the claims of the creditors. 


Understatement of Age Is 
Held No Bar to Benefits 


Although Member Hayes of the 
Brotherhood of Railroad Trainmen un- 
derstated his age in applying for his 
insurance and ceased making his insur- 
ance premium payments before his age 
70 shown by the society’s record, the 
Brotherhood was held liable for benefits 
payable to him on reaching his actual 
age 70, by a ruling of the court of civil 
appeals of Texas. It was held on ap- 
peal he was not estopped to show his 
age was different from that contained 
in his insurance application. 

Hayes contended the society had 
waived any misstatements on his age, 
and the court held that because there 
was no attempt to set aside the jury’s 
finding in the trial court that the so- 
ciety had waived the benefit certificate 
provision that it would become void if 
statements and answers in the applica- 
tion were untrue, the trial jury’s find- 
ings were conclusive and the society 
was bound to pav the face amount of 
the certificate. The lower court had 
found in favor of Hayes for the face 
sum of his certificate with interest and 
attorneys’ fees, and this judgment was 





affirmed. 
Testimony showed Hayes actually 
reached age 70 on Feb. 11, 1933, and 


paid his assessments until July of that 
year. However, it was testified he un- 
derstated his age in the application, the 
reason given being that railroads did 
not employ persons over 45 years old. 
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Order “On Approval” NOW! Walter Cluff is a genuine educator backed by many years of 


Just off the press! 





“CALLING THE 
LIFE UNDERWRITER” 


By Water CLUFF 


Author of “Now, It’s Life Insurance,” “Qualifying as a 
Life Underwriter” et al. 


a brand new self instructing 
training course, covering the 
A-B-C’s—by an expert educator 


Probably the most important thing for the life insurance 
salesman is to “get started on the right track.” When one learns 
to do the simple basic things perfectly, he has already gone a 
long way toward preparing himself to do the more difficult 
things, easily—Annd this is especially true in selling life insurance. 
In this important new book Mr. Cluff “calls” the young under- 
writer to a vision and understanding of what he is undertaking 
and furthermore “calls” the old-timer back to the basic principles 
essential to continuous success. 


Easy to Understand 


experience—first with the rate book for a long time and more 





1. Characteristics That Presage Success 
to Grow” 


Come True 
4, The Important Factor 

5. First Uses of Life Insurance 

6. Preparation and Policy Features 
7. Comparison of Policies 

8. Uses for Insurance 

9. Principles of Selling 

10. Primary Sales Suggestions 

11. The Approach 

12. Objections 

13. General Suggestions 

14. The Close 

15. What We Sell 

16. Prospecting 

17. Sources of Prospects 





Partial List of Contents 


2. Don't Let It Be Said of You—“He Forgot definitely what field men want and need—and how to present 


3. Plan and System Will Make Your Dreams 


recently as home office training instructor and author of five well 
known educational books on life insurance. He knows very 


these things in a language easy-to-understand. 


Powerfully Motivating 


Calling The Life Underwriter covers every phase of down-to- 
brass-tacks plain life insurance selling. Written in a powerfully 
motivating manner it holds attention and gets the essential ideas 
across. Questions and Answers at the end of each chapter make 
it truly a “self-instructor” of particular value to field men who 
do not have the advantage of a large and expensive library or 
similar facilities. 








What First Purchasers Say! 


“Calling the Life Underwriter, adopted 
by our company for its field force, is 
one of the best it has ever been my 
privilege to read—it strikes that happy 
medium so rarely found — practical 
down-to-earth treatment of underwrit- 
ing problems coupled with inspirational, 
motivating incentive that gets results.” 
Frank J. Knotek, C.L.U., 
General Agent. 


“Covers every phase of the selling end 
in a manner that is not merely instruc- 
tive, but interesting as well—” “—Wal- 


“Starts a man out, right’’!/ 


Mail This for Yours NOW! 





ter Cluff’s new book achieves all the 


and less in larger quantities. 
“Your new book ‘Calling The Life Un- O Check Attached O Send C.0.D. O Charge to My Acct. 


derwriter’ is understandable, complete, 
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essentials without sacrificing anything | Send “On ten-day approval” .. . 
of value. We have had many compli- | , 
mentary remarks from our agents about 1 eeeee cop eeeee CALLING THE LIFE UNDERWRITER i 
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eg J. Dewitt Mills, . By WALTER C.Lurr , 
Vice-President. Single Copy $2.00; 10, $1.80 each; 50, $1.70 
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LIFE VIEWS IN THE NEWS 


Despite the excitement of Santa Claus and her Christ- 
mas tree, Gay Renee Gruschow, 20 month old daughter Jan. 26. 
of Paul Gruschow, Western & Southern superintendent 
at Rockford, IIL, still found time to read The National 


Underwriter during the holidays. man. 


A. E. GRAVENGAARD 


Three new managers have been named 
by the Bankers Life of Iowa. J. H. Rowe 
goes from Portland to San Francisco; 
A. E. Gravengaard, supervisor in St. 
Paul, becomes Portland manager, and 
Elmer V. Gettys, supervisor at Pittsburgh, 
becomes Detroit manager. 


The New Orleans Association of Life Underwriters is planning an outstanding sales congress on 
On the committee in charge are, standing left to right: T. W. Collins, Equitable Society: Fer- 
guson Colcock, Travelers, and Justin J. Hanaw, Prudential. Seated, left to right: Malcolm L. Dinwiddie, 
Sun Life, president New Orleans association, and Chas. J. Mesman, Pan-American Life, congress chair- 
John S. Watters, Occidental Life of California, of the committee, was absent. 


Col. C. B. Robbins, manager and general counsel of the American Life 
Convention, is commanding the front pages of the newspapers these days 
in his defiance of the efforts of the Securities & Exchange Commission to 
examine letters from congressmen in the A.L.C. files. In these letters the 
congressmen responded to inquiries regarding their attitude towards federal 
regulation of insurance. In the situation a number of vital issues are 
dramatically involved and the incident is serving to bring these issues to 
public attention. 
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